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At home after January 1 


An aerial view of the new Home Office of the Aétna Life and Affiliated 
Companies—the largest colonial style building in the world. It is an eighth 
of a mile in length. It is on grounds totalling altogether twenty-two acres. 
The A£tna companies start the year completely assembled under one roof. 


Etna Life Insurance Company 
# Hartford Connecticut 
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A picture in figures of the 


KANSAS CITY LIFE 
INSURANCE COMPANY 


KANSAS CITY, MISSOURI 
Home Office - - 3520 Broadway 


CONDENSED ST ATEMENT—DECEMBER 31, 1930 














RESOURCES LIABILITIES 

First Mortgage Real Estate Loans.$35,745,636.23 i ct a eg IIE $55,870,287.00 
Real Estate Owned (including PR RAN Udedicdadutkenncccne . 300,333.00 

ere re 4,106,708.15 Present Value of Annuities and In- 
POMCY LOGRB .cccsesscccsccesees 15,425,161.64 eee ea ih eee ce, aes 1,247,572.00 
PE BOGOOE cackseacaveewscee 619,589.76 Interest, Rents and Premiums Paid 
Bonds ......-.eeeeeeseseeeeeees 6,564,542.23 De IR hitttaniteadndscnnees 391,347.05 
Loans Secured by Collateral...... 55,940.00 Unpaid Current Bills ............ 75,216.52 
Cash and Certificates of Deposit... 642,982.24 Set Aside for 1931 Taxes.......... 300,000.00 
Accrued Interest on Investments... 1,253,776.37 Paid-up Capital ..... $1,000,000.00 
Market Value of Bonds Over Book Assigned Surplus to 

WEE cs:evdncessccemapennwesna 71.96 Policyholders ..... 1,482,179.70 
Net Premiums in Course of Collec- Other Assigned Funds 500,000.00 

ee Ee Socio desaees 2,352,262.12 Unassigned Surplus.. 5,367,140.12 
TOTAL RESOURCES .......... $66,766,270.70 Total Surplus Funds to 
Less Credits Thereon............. 232,195.31 Protect Policyholders .......... $ 8,349,319.82 
ADMITTED RESOURCES ...... $66,534,075.39 PRPS Bhvakeubwasedvdsibswctel $66,534,075.39 


Authorized and operating in 39 states and the Distr:ct of Columbia 


New Insurance Issued During 1930 


$77,888,227.00 


Total Insurance in Force, December 31, 1930 


$446,206,242.00 


J. B. REYNOLDS, President C. N. SEARS, Secretary 
Address Agency Inquiries to 
J. F. BARR, Vice President and Supt. of Agents 
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NET RESULTS -- - 


| 1. A SUBSTANTIAL GAIN IN INSURANCE IN FORCE—DESPITE A 
NATIONAL ECONOMIC DEPRESSION. This gain was accomplished 
through the medium of an exceptionally effective plan of conservation on 
all business. 


2. SECOND-PREMIUM RENEWAL EXPERIENCE, FOR BOTH 1930 
AND 1929, THE BEST IN THE ENTIRE HISTORY OF THE COM- 
PANY—DESPITE A NATIONAL ECONOMIC DEPRESSION. This 
gain was accomplished by concentration on quality business and the 
elimination of high-pressure methods. 


A SUBSTANTIAL INCREASE IN PAYMENTS TO POLICY- 
HOLDERS AND BENEFICIARIES—GREATER PUBLIC SERVICE 
AT A TIME OF NATIONAL ECONOMIC DEPRESSION. Payment 
of legitimate death claims on the day they are received builds local con- 
fidence and prestige for the agent. 


| 4. A SUBSTANTIAL GAIN IN ASSETS AND POLICY RESERVES— 
DESPITE A NATIONAL ECONOMIC DEPRESSION. Operation 
under the Indiana Compulsory Deposit Law—one of the most rigid 
regulatory statutes in existence—makes this company’s coverages as 
sound as Government bonds. 


&) 
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CONTRIBUTORS TO FURTHER PROGRESS--- 


A new Home Office—the last word in modern and practical efficiency—will 
assure closer cooperation and swifter service to agent,and policyholder. 


A unique Agency Contract designed to reward the producer of renewable 
business to an exceptional extent, thereby appealing particularly to the pro- 
fessional life underwriter. 


A guaranteed income of $3,000 for one year to any appointee who attains the 
rank of Chartered Life Underwriter. 


While nationally active, our 1931 program calls for aggressive agency devel- 
opment through personal contact and training in Illinois, Indiana, Kansas, 
Michigan, Missouri, Ohio, Oklahoma, and Texas. 





LIFE INSURANCE COMPANY 


ESTABLISHED 1899 INDIANAPOLIS 
Herbert M. Woollen, President 





“GUARANTEED BENEFITS—GUARANTEED LOW COST” 





A GOOD COMPANY TO REPRESENT 











INSURANCE IN FORCE, $236,045,915 ADMITTED ASSETS, $17,831,970 


AMERICAN CENTRAL 
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Parkinson Gives 
Prophetic Talk 


Striking Changes 
Set-up May Be Expected in 
United States 


in Economic 


FINE SPEECH IN CHICAGO 


Equitable of New York President Says 
New Test of Life Men 
Must Be Service 


T. I. Parkinson, president of the 
Equitable Life of New York, counseled 
against imitating the ostrich in business 
by “putting one’s head under the sand,” 
commented on the falseness of the “hi- 
larious prosperity” of the last few years 
and gave a highly significant prediction 
on life insurance developments which 
may be expected as a result of the many 
radical recent economic changes, at an 
overflow meeting of the Chicago Asso- 
ciation of Life Underwriters. 

Bringing this all down to the busi- 
ness of selling life insurance, he said 
there certainly 
posed on every one in the business to 
serve the community although there 
may not necessarily 
liability such as exists in 
lawyers and physicians. 


the case of 


Urges Professional Attitude 


Mr. Parkinson stressed the need for 
a highly professional attitude, for look- 
ing on the people as clients and not 
merely policyholders, for serving them 
and not merely using them as a means 
of obtaining commissions and annual 
volume. He prophesied that if the en- 
tire business would bring itself to such 
a high plane of salesmanship there 
would be no need in the home offices 
to worry about underwriting and other 
problems. 

“There is unlimited opportunity for 
life insurance men fully qualified as pro- 
fessional men into the indefinite fu- 
ture,” he said. “I am not interested in 
volume, annual or otherwise. We must 
get new tests. We will get them. They 
will be somewhere in the field of serv- 
ice. I would go out of my way to em- 
phasize service, even though I didn’t 
expect to sell a policy. 

“This requires more intensive culti- 
vation of policyholders. The best way 
te cultivate them is to serve them. 

“It is important that we have a small 
quantity, of higher quality, in the agency 
force of this country. We should pro- 
tect more and more against the part- 
timer who has no idea of accepting life 
insurance as a career.’ 


Challenging Statements 


Mr. Parkinson’s survey of possibili- 
ties was breath-taking in its scope. His 
most challenging statements were drawn 
from’ the fact that there was a 16 per- 
cent increase in population of this coun- 

(CONTINUED ON PAGE 18) 
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Great Possibilities Shown 
in Partnership Insurance 





At one of the life sessions at Indiana 
Insurance Day, held at Indianapolis, A. 
H. Kollenberg of the Mutual Benefit 
Life at Grand Rapids, Mich., told of 
the great field for the sale of partner- 
insurance to medium-sized pros- 
Kollenberg has frequently 
talked before life insurance men on this 
subject and never fails to make his 
hearers realize the cases they are over- 
looking by not working among smaller 
business institutions. 

He read the law relating to partner- 
ships which states plainly that the death 
of any partner automatically dissolves 
a partnership and that the surviving 
partner has the option of either buying 
out or selling out the decreased partner's 
interest. Life insurance provides im- 
mediate funds for clearing up this situa- 
tion where one of the partners dies, 
and nothing alse does. Mr. Kollenberg 
explained that life insurance is only 
money for future delivery and that this 
is nowhere so clear as in a partnership 
case, where the exchange of money is 
the only thing that will untangle the 
situation when a partnership has been 
disrupted by death. 


Ideal Method Suggested 


The ideal method in writing a part- 
nership case, Mr. Kollenberg said, is 
to have a trust company named as bene- 
ficiary, but also to have drawn up in 
connection with the writing of the life 
insurance, an agreement signed by both 
of the partners stipulating what a fair 
method of arriving at the valuation of 
the deceased partner’s interest would be 
in the event of death. This simplifies 
the case so that the trust company 
merely has to make a settlement on the 
basis of the plan agreed to by the part- 
ners, not having to adopt any sugges- 
tions offered by relatives or friends. 

Mr. Kollenberg said that most small 
corporations are virtually partnerships, 
in that the stock is held by a relatively 
small number of men who are in effect 
partners. The point to emphasize in 
handling corporation cases is that the 
big loss is the loss of the deceased's 
knowledge which is of the greatest value 
to the business. Any business consists 
only of capital, labor and brains, and 
brains, Mr. Kollenberg said, are worth 
four times as much to a going concern 
as capital. 

Mr. Kollenberg suggested saying to a 
prospect for corporation life insurance, 
“If you had a machine that does the 
work that you do, you would insure it, 
wouldn’t you? You insure your factory, 
your stock, and all of your other ma- 
chinery, but the most delicate piece of 
machinery of all, and the hardest to re- 
place, you leave uninsured. Consider 
the delicacy of the human organism. 
You have no machine so delicate. If 
you have two degrees of fever, your wife 
calls a doctor and if your temperature 
goes down five degrees she calls an un- 
dertaker. Any machine you have is 
sturdier than this.” 

Another question that Mr. Kollenberg 
has found effective and which he puts to 
the head of a small corporation having 
other stockholders is “Would you want 
your wife to put any money in this busi- 








ness if you were out of it?” The answer 
to this is almost invariably no. Mr. 
Kollenberg then follows with, “Would 
you be interested in a plan that would 
get your money out of this business for 
your wife if you should die? Here you 
are earning $50,000 a year out of this 
business, but taking out only $15,000 for 
your personal expenses. You are leav- 
ing $35,000 a year in the business. 
You will probably get it all back if you 
live, but how long you are going to live, 
when are you going to die, and just how 
is your wife going to get the $35,000 
that you have placed back into the 
business each year. Would you want 
her to go on doing the same thing if 
you were out of the picture? If you 
wouldn't, then you must have some plan 
worked out that will get this money out 
for her, not probably, but positively. 
Life insurance will get it all out if you 
die and will get it out immediately.’ 

In small corporation cases, Mr. Kol- 
lenberg said that the business can never 
be sold until the agent has learned some- 
thing about the prospect's needs. The 
situation varies considerably and no 
organized sales talk has yet been in- 
vented that is properly applicable to any 
corporation case encountered. The pros- 
pect, while protesting that he does not 
need corporation insurance, will very 
frequently during the course of the dis- 
cussion, disclose all of the reasons why 
he should have it. “Do not be so in- 
terested in revealing what is in your 
mind,” warned Mr. Kollenberg, “that 
you do not give the prospect a chance 
to tell you about his life insurance needs, 
and what is in his mind. He will not of 
course, speak of them as life insurance 
needs but you can recognize them.” 


Study Balance Sheet 


Other advice given by Mr. Kollen- 
berg consists of: “Before you call on 
the heads of a small corporation get and 
study the concern’s balance sheets, look 
at the assets, Are they liquid or frozen? 
Is there a wide margin of liquid assets 
over frozen assets? What would be the 
situation if there were a forced sale? 
Study the liabilities for they reveal who 
owns the business. Pay particular at- 
tention to the assets because usually 
they are not large. These small business 
concerns can not as a rule build up cash 
reserves, to take care of the contigency 
of death, or a forced sale. 

“Study, too, the nature of the busi- 
ness. I sold a policy to a man who was 
at the head of a commission fruit busi- 
ness. At one time and during the height 
of the season he was shipping straw- 
berries to various parts of the country, 
having an aggregate value of $50,000. 


Had they reached their desination be- 
fore the weather turned hot he would 
have made a large amount of money, 


but they failed to do so and all the 
strawberries he owned and which were 
in transit, were destroyed by heat. Had 
he had no other resources and had he 
died after this loss he would have left 
his estate with a liability of $50,000 in- 
stead of assets. In a case of this kind 
life insurance simply conserves the 
wealth that has been created by the 
owner of the business.” 








Security Life in 
Stock Purchase 


Insurance Commissioners’ Com- 


mittee Seeks Source of Inter- 
Southern Deal 


CHECK UP ON ASSETS 


Declare Over $2,000,000 Was Furnished 
by the Chicago Company in 
Caldwell Transaction 


Considerable interest was taken in the 


visit of representatives of four insur- 
ance departments to Chicago last week 
to make a ‘hurried investigation of the 
assets of the Security Life of that city, 
whose executive office is there but which 
is a Virginia corporation. The checkup 
was due to the fact that the Keystone 
Holding Company which owns the Se- 
curity Life the purchaser of the 
Inter-Southern Life, which in turn 
owned the Southeastern Life and the 
Home Life of Arkansas and owns one- 
third of the shares of the Missouri State 
Life, the Missouri State Life in turn 
having an option to purchase control 
of the Southwestern Life of Dallas. 


was 


Reports That Were Heard 


had been intimations that no 
new money had been used in the pur- 
chase of the Inter-Southern Life. In- 
formal statements have been made that 
the Keystone Holding Company was 
backed by the investment house of Hall- 
garten & Co., New York. Inasmuch as 
George A. Paddock of the Central Trust 
Company of Chicago was elected on the 
board of the Inter-Southern Life, the 
intimation was made that his bank may 
have been one of the Keystone backers. 

The department officials present in 
Chicago were Commissioners Caldwell 
of Tennessee, who is secretary of the 
National Convention of Insurance Com- 
missioners, Livingston of Michigan and 
Kidd of Indianay together with Actuary 
C. B. Coulbourn of Virginia. 


There 


Statement of Commissioners 


The official statement given out by 
the commissioners is as follows: 

“A. S. Caldwell, insurance commis- 
sioner of Tennessee and secretary of the 
National Convention of Insurance Com- 
missioners, C. D. Livingston, commis- 
sioner of Michigan, J. C. Kidd, com- 
missioner of Indiana, and Actuary C. B. 
Coulbourn of Virginia were in Chicago 
to make an investigation of the Security 
Life as to the purchase of stock of the 
Inter-Southern Life. They state that 
they found that the purchase of the 
Inter-Southern Life was made by the 
Keystone Holding Company of which 
M. J. Dorsey is president. They found 
that the stock of the Inter-Southern 
Life was purchased for and in behalf of 
the Security Life. They further state 
that the Security Life furnished the 

(CONTINUED ON PAGE 18) 
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Ask Receiver for 
Home, Arkansas 


Attorney General Sends State- 
ment of Condition with 
Petition 


HARRISON IS INDIGNANT 


Consulting Actuary Shows Entangle- 
ment of Company With Various 
Enterprises of A. B. Banks 


LITTLE ROCK, ARK., Jan. 22.—A 
petition for appointment of a receiver 
for the Home Life of Little Rock has 
been filed in Pulaski Circuit Court by 
Attorney General Norwood after he re- 
ceived from the insurance department a 
letter certifying the company as insol- 
vent. Representatives of the company 
expressed surprise at the action and in- 
dicated that they intended to contest the 
suit. The attorney general’s complaint 
recited that the commissioner had cer- 
tified the company to be insolvent Dec. 
1, but had withdrawn his report to give 
the Home Life officials an opportunity 
to save it. 

_Accompanying the receivership peti- 
tion was a statement of the condition 
of the Home Life, compiled from its 
own books as of Oct. 31, by F. M. 
Speakman, consulting actuary of the de- 
partment. This statement indicated an 
impairment of $1,884,312.80 in the assets 
of the company, which H. T. Harrison, 
attorney for the company, declared was 
an excessive estimate. 

Statement by Harrison 


When he learned of the court pro- 
ceeding. J. J. Harrison, vice-president 
of the Home Life, made the following 
statement: 

“The Home Life is not insolvent. 
Heroic measures recently have been 
taken for the protection of the policy- 
holders. Recent additions of assets to- 
taling more than $1,000,000 were ac- 
knowledged only a week ago by the 
insurance department to be adequate, 
and it gave the company a letter of con- 
fidence which has been published in the 
insurance press of the country and 
widelv circulated among our policyhold- 


ers. Therefore I must regard the action 
as outrageous and indefensible. I will 
request an immediate hearing. I am 


confident the suit will be promptly dis- 
missed.” 

In his statement, Mr. Speakman de- 
clared that nothing has transpired to 
change the status of the company since 
his report of Oct. 31. Mr. Speakman re- 
ported that the Home Life owned 5.835 
shares of American xchange Bank 
stock and says he is informed that the 
banking department of Arkansas has 
called an assessment on this stock cre- 
ating an additional liability of $145,875. 


Item of 820,000 


An item of cash in banks of $20,000, 
which was counted on as an asset in 
the former report, according to Mr. 
Speakman, is now of doubtful value be- 
cause the Bank of Star City which is- 
sued the certificate of deposit denies 
liability to the company and would be 
treated as a non-admitted item. 

Mr. Speakman states that the Home 
Life has on hand applications for cash 
surrender or loan values ageregating 
$185,000 and that the time limit for the 
navment of these is in many cases past 
due. 

The actuarv states that the Home 
Life has received from the Tnter-South- 
ern Life $50000 in cash, which he says 


Observations at Random 
in Field of Life Insurance 





President W. G. Gooderham of the 
Manufacturers Life of Toronto in mak- 
ing his annual report said that the re- 
newing of existing business presented 
difficulties last year. The terminations 
by lapse and surrender have been heavier 
than usual. New investments last year 
for the most part were in bonds and 
first mortgages. The demand for policy 
loans, he said, was active throughout the 
year. A vigorous campaign was made 
to encourage repayment of these loans. 
The president said that for many years 
life insurance was associated in the pub- 
lic mind with the idea that one had to 
die to win. He said that if such was a 
characteristic of the business in days 
gone by, it is no longer so as last year 
the Manufacturers paid to policyholders 
$11,750,000. Of this amount 32 percent 
was paid to beneficiaries as death claims 
and 68 percent to living policyholders. 
Over one-third of the latter was paid 
by way of dividends. Speaking further 
he said 

- ., 

The election of Charles F. Williams to 
the presidency off tha Western & 
Southern Life, Western & Southern Fire 
and American Liability & Surety of 
Cincinnati, following the death of his 
brother, the late W. J. Williams, prob- 
ably means a period of expansion and 
development for that strong group. The 
new president is a lawyer by training 
but of late years he has devoted his en- 
tire attention to the Western & South- 
ern. Due to his organizing ability the 
Western & Southern has grown rapidly 
not only through its own organization 
but through the reinsurance of the Pub- 
lic Savings of Indianapolis. Mr. Wil- 
liams is a good judge of men. He picked 
W. C. Safford as vice-president and gen- 
eral manager of the American Liability 
& Surety and of the new Western & 
Southern Fire. Should the group decide 
to write automobile, fire insurance, etc., 
in the course of time through its indus- 
trial organization it would be an inter- 





esting development in the insurance 
business. While this is not immediately 
in prospect it may possibly come in 
time. 

The Western & Southern is a very 
strong company financially. Mr. Wil- 
liams is the majority stockholder. He 
has a strong organization about him and 
the ambition to create for Cincinnati a 
great insurance institution. He is an ex- 
ecutive who is not afraid to do things. 
He believes in economy and close cul- 
tivation and has the executive type of 
mind. The development of the Western 
& Southern organization under his man- 
agement will be interesting to watch. 
Mr. Williams is well-known and well- 
liked throughout the insurance world 
and his many friends will wish him well 
in his new position carrying heavy re- 
sponsibilities. 

i 


W. R. Malone, who retires as presi- 
dent of the Postal Life of New York, 
fas had an interesting career. He or- 
ganized the Life Insurance Club of New 
York in 1904, which was the beginning 
of the Postal Life, the name being 
changed two years later. Mr. Malone 
believed that there were sufficient people 
who desired to “buy’’ life insurance 
rather than have it “sold” to them by 
agents and hence he felt that a non- 
agency company doing business by mail 
would succeed. He contended that 
there would be a saving in cost by the 
mail method. He is a native of Ohio, 
graduating from the Ohio State uni- 
versity. He taught school in the state 
and for a number of years was super- 
intendent of schools in Salt Lake City. 
He later became associated with Agency 
Director L. B. Durstine of the New 
York Life at Canton, O. He went to 
New York in 1899 as manager of the 
Brooklyn office of the New York Life. 
The Postal Life took over the Provi- 
dent Savings Life. 








Big Advance in Life Field 


Imminent, Dr. Thomas Says 





DETROIT, Jan. 22—A great ad- 
vance in the life insurance business is 
imminent, Dr. J. M. Thomas, recently 
named vice-president of the National 
Life of Vermont, told the George M. 
Robinson general agency in Detroit at 
its annual banquet. “Life insurance has 
proved a tower of strength in the eco- 
nomic depression from which we are 
now emerging,” said Dr. Thomas, who 
te formerly president of Rutgers Col- 
ege. 

Commissioner C. D. Livingston, Gor- 
don Fearnley, vice-president American 
State Bank; Dr. E. C. Colton, medical 
director National Life, Mr. Robinson 
and Charles Bruce, one of the agency’s 
underwriters, also spoke. Mr. Robin- 
son presided as toastmaster. 





C. C. Greer Is Appointed 
Alabama Superintendent 


BIRMINGHAM, ALA., Jan. 
22.—C. C. Greer, Birmingham, has 
been appointed Alabama superin- 
tendent of insurance to succeed G. 
H. Thigpen. Mr. Greer is a young 
man, graduate of University of 
Alabama and for several years he 
has been in the life insurance busi- 
ness in Birmingham. He is now 
special agent for John Hancock 
Mutual Life. 








(CONTINUED ON PAGE 19) 











President Lackey Guest 
at Breakfast Conference 





The General Agents Association of 
Indianapolis gave a complimentary 
breakfast Tuesday at Indianapolis to 


George E. Lackey, president of the Na- 
tional Association of Life Underwriters, 
and other speakers on the life program 
of Indiana Insurance Day. George K. 
Jones, vice-president of the General 
Agents Association, presided and in- 
troduced the visitors. 


Held Conference in Arizona 


PHOENIX,: ARIZ., Jan. 22.—F. A. 
Wickett, agency inspector New York 
Life, accompanied by Clarke Bell, man- 
ager of the Los Angeles branch, and 
Arthur. Hutchinson, manager of the 
San Francisco branch, left for the Pa- 
cific Coast after a two-day visit in the 
Salt River valley. They are enroute 
home from the mid-winter convention in 
St. Petersburg, Fla. While in Phoenix, 
a conference was held with I. J. John- 
son, manager in Arizona for the New 
York Life. 


Johns with American Citizens 

The American Citizens Life of Co- 
lumbus, O., has appointed F. D. Johns 
manager of agencies. Before going with 
the company he was in the insurance 
and real estate business. He has also 
had experience in agency work, having 
been with the Lincoln National Life as 
a field supervisor about ten years ago. 

The American Citizens Life is one of 
the younger Columbus companies and is 
making very satisfactory progress. 





St. Louisans Boss 
Missouri State 


Keystone Holding Company Gets 
Five of Thirteen 
Directors 


ALL OFFICERS REELECTED 


Arnett, Dorsey, Tressel, Paul, Emmerich 
Represent Missouri State Shares 
Owned by Inter-Southern 


ST. LOUIS, Jan. 22—The annual 
stockholders’ meeting of the Missouri 
State Life here Tuesday demonstrated 
conclusively that the St. Louis members 
of the board of directors and their as- 
sociated financial interests are in com- 
plete control of the company’s affairs, 

In the meeting more than 92 percent 
of the company’s 500,000 shares of stock 
were represented directly or by proxy 
and the St. Louis and allied interests 
named eight of the 13 members of the 
board and reelected E. D. Nims, chair- 
man of the board. 

The Keystone Holding Company, 
which recently purchased the Inter- 
Southern Life, holder of 147,900 shares 
of Missouri State Life stock, obtained 
five places on the Missouri State board, 
including C. G. Arnett, president of the 
Inter-Southern, who was reelected. 

The four new directors just named 
are: Stephen Paul of New York, a 
partner in Hallgarten & Co.; Melvin L. 
Emerich, resident partner in Chicago 
for Hallgarten; Machir J. Dorsey, presi- 
dent of the Keystone Holding Com- 
pany, and H. S. Tressel, also an officer 
of the Keystone. Dorsey and Tressel 
are officers of the Nofthern States Life 
of Hammond, Ind., and the Security 
Life of Chicago. , ; 

The four men who leave the Missouri 
State board are J. E. Caldwell, Rogers 
Caldwell and Dr. B. R. Payne, all of 
Nashville, and H. C. Couch, president 
Arkansas Power & Light Co. 


Officers Reelected 


Later in the day the new board of 
directors reelected all the old officers, 
advancing second and third vice-presi- 
dents to the rank of vice-president and 
also made Allen May, general attorney 
of the company, a vice-president. The 
second and third vice-president posts 
were abolished. 

Directors reelected are E. D. Nims, 
F. O. Watts, J. S. Smith, T. M. Pierce 
and Hillsman Taylor, all of St. Louis; 
C. S. Sargent of Kidder Peabody & Co.; 


W. S. Bradford, Nashville; Theobald 
Felss, Cincinnati, S. W. Souers and Mr. 
Arnett. 


The officers of the company are Hills- 
man Taylor, president; J. J. Moriarty, 
Henry Reichgott and J. J. Parks, vice- 
presidents; C. O. Shephard, vice- presi- 
dent and actuary; James Scott, vice- 
president and comptroller; Allen May, 
vice-president and general attorney; F. 
H. Morgan, secretary, and B. Y. Jaudon, 
medical director. 

The results of the meeting was not 
surprising to those who had been fol- 
lowing the affairs of the company. It 
was pointed out several weeks ago that 
the St. Louis directors were actually 
running the company and that there 
would be no change in the officers at 
the annual meeting. 


Agents in the D. H. Bailey agency of 
the New York Life in Chicago put on @ 
special drive while Mr. Bailey was at- 
tending the agency directors’ conference 
of the company at St. Petersburg, Fla. 
and on his return presented him with 245 
applications for approximately $700,000 
of business. 
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Production in 1930 But 
3.3 Per Cent Below 1929 





NEW YORK, Jan. 22.—December 
life insurance production was $1,112,- 
173,000, a decrease of 10 percent from 
the December, 1929, figure, according 
to the report of the Life Presidents As- 
sociation. The total for the year was 
$12,461,085,000, or only 3.3 percent less 
than the 1929 total, which was $12,885,- 
389,000. 

Figures for 1930 as against 1929 in the 
three divisions are: New ordinary, $8,- 
517,229,000 against $8,801,866,000, a de- 
crease of 3.2 percent; new industrial, 
$2,851,130,000 against $2,898,158,000, a 


decrease of 1.6 percent; new group, $1,- 
092,186,000 against $1,185,365,000, a de- 
crease of 7.9 percent. 

For December the figures are: New 
ordinary, $752,851,000 against $841,215,- 
000, a decrease of 10.5 percent; new in- 
dustrial, $228,803,000 against $234,046,- 
000, a decrease of 2.2 percent; new 
group, $130,519,000 against $160,514,000, 
a decrease of 18.7 percent. 

The 1929 total for all divisions exceeds 
all years except 1929, surpassing 1928 
by 1.9 percent and the average for the 
five years 1925-9 by 6.3 percent. 











F. H. Davis Spikes Rumors 


Concerning His Retirement 


Rumors that the retirement of Frank 
H. Davis as western production man- 
ager for the Penn Mutual was prompted 
by reasons other than the ill health of 
Mr. Davis, are spiked in a telegram to 
THE NATIONAL UNDERWRITER from Mr. 
Davis, who denounces the authors of 
such rumors. 

“IT am _ disappointed,” Mr. Davis 
wired, “to learn that an effort is being 
made by some people in the life insur- 
ance business to create the impression 
my resignation from the Penn Mutual 
was due to dissatisfaction on my own 
part or that of the Penn Mutual. 

“Any effort to create such an impres- 
sion is deliberate and wilful misrepre- 
sentation on the part of those engaged 
in it. My relations with the Penn Mu- 
tual and with the entire official family 
of the company are and have been most 
friendly and delightful. I have received 
at their hands the most considerate and 
friendly treatment. 

“T am retiring from the Penn Mutual 
and the life insurance business solely 
and only because of the condition of 
my brother’s health as well as my own. 
I have no intention whatever of at any 
time reentering the life insurance busi- 
ness but if such a contingency should 
ever arise I would reenter the service 
of the Penn Mutual.” 


Imperial to Enter Great 
Britain Under Wm. Ardeen 


Decision to register the Imperial Life 
of Canada for business in Great Britain 
was reached at the annual meeting of 
the board of directors. William Ardeen, 
who has been branch manager of the 
Imperial Life at Calgary, Alta, is to 
become manager in Great Britain. H. 
W. Hicks will at once begin to organ- 
ize a branch in London. 

The Imperial Life recently established 
branches in Buffalo under E. J. New- 
man and in Syracuse under E. J. Brani- 
gan. The company also is entering 
California and has a branch in Los An- 
geles under E. J. L’Esperance. 





Write Million on Life 
of Mitzi Green, Actress 


LOS ANGELES, Jan. 22.—The 
Los Angeles office of Stebbins, 
Leterman & Gates wrote the ap- 
plication last week of Mitzi Green, 
10-year old motion picture actress, 
for a million of life insurance on 
the ordinary life plan, with annual 
premium of approximately $15,- 
000. The insurance is to be 
Spread over a number of compa- 
nies to whom applications have 
been submitted. 














C. J. Westermann to Head 
Equitable Life Convention 


C. J. Westermann has been appointed 
superintendent of the department of 
service and conservation of the Equita- 
ble Life of New York at its head office. 
He has been with the Equitable since 
June, 1921. He graduated at Yale and 
is a member of the bar of Pennsylvania. 
He had experience as a personal pro- 
ducer and then was made assistant man- 
ager with the Edward <A. Woods 
agency of Pittsburgh. He was ap- 
pointed agency instructor at the home 
office to render service to the field force 
in handling difficult and complicated 
sales situations. The Equitable Life 
realizes the importance of a conserva- 
tion department of real value. The field 
of conservation and that of service are 
thus united. As the Equitable says, 
“Conservation represents fundamentally 
a service to clients. If clients are ren- 
dered professional life underwriting 
service, business placed on that basis 
will persist.” 


U. S. Chamber of Commerce 


Analyzes Insurance Taxes 


Special state insurance taxes in the 
United States during the year of 1929 
or the fiscal year ending not later than 
June 30, 1930, amounted to $99,991,472, 
which was an increase of 8.4 percent 
over the previous year and an increase 
of 89 percent over collections in 1922. 
These figures are contained in the “In- 
surance Bulletin” of the insurance de- 
partment of the United States Chamber 
of Commerce. 

The bulletin points out that, as in 
previous years, a very small proportion 
of the taxes were expended by the state 
insurance departments and hence in the 
service of policyholders. In 1929 only 
4.25 percent of the taxes were devoted 
to the uses of the policyholders. The 
remaining amoumts were used for gen- 
eral revenue purposes, for the public as 
a whole, indiscriminately and regardless 
of whether the individuals served were 
insured or uninsured. 

Although the amount of insurance 
taxes collected has increased as the 
premium volume has increased, few 
states have imposed a higher proportion 
of tax on insurance companies. 


Klingman Visited Phoenix, Ariz. 

PHOENIX, ARIZ., Jan. 22.—W. W. 
Klingman, vice-president Equitable Life 
of New York, was a visitor in this city 
and was the guest of honor at a lunch- 
ton by E. L. Grose, agency manager. 
According to Mr. Klingman, the Equit- 
able had its greatest year’s business in 
1930 and a still greater volume is ex- 
pected in 1931, indicating a renewed con- 
fidence in better business conditions. 
Mr. Klingman left for San Francisco 
where he will preside at a regional con- 
ference of agency managers. 








1 
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J. B. WEBSTER 


J. B. Webster of Little Rock, Ark., 
has been appointed conservation director 
for the Penn Mutual. He is a lawyer 
and has had valuable banking experi- 
ence. 





Senet Life eis 
Hold Chicago Conference | 


Managers of the Guardian Life of 
New York held a conference in Chicago 
at which a number of home office offi- 
cials were present. It was reported that 
production last year was about the same 
as for the previous year but about 42% 
percent of it was applied toward increase 
of insurance in force, which was con- 
sidered excellent in view of general ex- 
perience in lapses last year. Mortality 
was only 50.5 percent. Among those 
who attended were Nelson Davis, edu- 
cational director from the home office; 
F. F. Weidenborner, Jr., superintendent 





of agents; Vice-president J. A. McLain, 
and J. E. Lockwood, assistant to the 
vice-president. There were 55 managers | 
present. 

A resumé of last year’s production 
and outlining of goals for this year took 
up most of the conference. A highlight 
was the series of agency schools being 
conducted throughout the country this 
year. Mr. Davis started to St. Paul im- 
mediately after the Chicago meeting to 
direct the first school of the series in 
the agency of Manager Elmer Oistad. 
It was reported that the company earned 
5.85 percent net on its investments last 
year compared with 5.80 in 1929, in 
spite of the business depression and 
slumped values of real estate and many 
securities. 


Life Trust Plan Popular 


Extent of the growth of the life trust 
plan of arranging proceeds is seen in 
the report of the New York Life on 
its experience last year. Trust agree- 
ments were added to 14,265 old poli- 
cies for $80,898,345 of insurance and 
11,174 new policies for $75,539,106 were 
issued with trust agreements. Install- 
ment settlements were endorsed on 
3,287 policies for $20,470,677. The com- 
pany notes that there were altogether 
28,726 policies for $176,908,128 made 
payable otherwise than in lump sums. 
This is an actual increase of more than 
3,000 policies, for more than $10,000,- 
000 of insurance over the 1929 figures, 
although the company’s paid production 
last year was less than the previous 
year. 


The Great American Life, a Colorado 
company, headed by Charles E. Becker 
of San Antonio, Tex., has been licensed 
by the Colorado department. 





Gains Are Shown 
by 35 Agencies 


Union Central Life Home Office 
Organization Made Strong 
Spurt 


$500,000 CLUB MEETING 


Big Producers Talked Over Some of 
the Problems in Business 
Getting 





Thirty-five agencies of the Union 
Central Life showed substantial gains 
business during the 12 
figures for the year 
Some of these gains 


coming as they did 


in paid-for 
months of 1930, 
just closed show. 
were phenomenal, 
in a year which was considered a try- 
ing one in almost every line of business. 

Outstanding among the agencies was 
the home office agency under the man- 
Devine. Mr. Devine 
t all the current 


agership of J. P. 
and his associates upset 
beliefs about the length of time it takes 
a new manager or general agent to get 
his organization moving. Observers 
practically always grant that a man- 
ager’s first year usually requires so 
much organization that there is little 
time to devote to increased production. 
Statistics of the home office agency rec- 
ord in 1930 show this belief to be falla- 


cit us. 
Manager Devine’s Record 


When Manager |. L. Shuff resigned 
Jan. 1, 1930, to devote his attention to 
personal production, he was succeeded 
by Mr. Devine who was brought from 
the San Antonio agency of the Union 
Central where he had made a remark- 
able record, increasing the production of 
the agency 400 percent in a short period 
of years. Here is what Mr. Devine did 
his first vear at Cincinnati: 

Paid for business was increased 48 
percent over 1929 and reached a new 
high mark in the history of the Cin- 
cinnati organization for one year’s busi- 
ness. The agency sold ai the rate of a 
million a month in 1930. The agency 
advanced from third place to second 
place among the agencies, displacing the 
Chicago agency which had ocupied this 
position. 


Personal Producers in Agency 


Two members of the agency wrote 
more than $1,000,000 of business apiece. 
They are Roy Green and C. A. Romer, 
who at 29 years of age, led the entire 
Cincinnati group of producers. Miss 
Mary Bates was leading woman pro- 
ducer with more than $850,000 paid for. 
Nine members of the organization pro- 
duced more than $500,000 of business 
apiece—an increase of seven aver those 
in this classification during 1929. 

Of 27 full-time agents, 23 saw their 
commission incomes increase; six saw 
them double, two triple and one quad- 
runle. It is to be noted that these 
achievements were accomplished practi- 
cally by old organization and veteran 
agents. Very few new members were 
added to the home office agency staff 
in 1930. 


Good Work at Wichita 


Another agency that showed a re- 
markable gain was the Wichita. Kan. 
organization under Manager O. J. 
Fisher. Mr. Fisher and his associates 
last vear set a goal of $3,000,000 which 
represented an increase of 50 percent. 
Thev overshot the mark bv nearly $1,- 
000,000, increased their production about 

(CONTINUED ON PAGE 19) 
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Happiness Is in | 
the Agent’s Kit} 

J. S. Maryman Tells How to Sell 
It at Indiana Insur- 





ance Day 


ADVICE OF ARKANSAS MAN 


Organized Sales Talks, Preparation in 
Advance Are Recommended by 
Aetna Life Agent 


A sparkling and engaging discussion 
of his business getting methods was 
given by J. S. Maryman, agent of the 
Aetna Life at Little Rock, who spoke 
at Indiana Insurance Day in Indianap- 
olis this week. Mr. Maryman is a mil- 
lion-dollar producer who believes that 
life insurance can be written in large 
quantities only by the agent who is well 





He said 
in the first place that any agent who 
expects to write business must have a 
good list of prospects. A prospect, he 
declares, is anybody whom the agent 
has good reason to believe can and 
should buy life insurance. What the 


prospect thinks about his life insurance | 


needs or wishes should have ncthing to 
do with the matter, Mr. Maryman as- 
serted. Any intelligent agent knows 
whether a particular man in his com- 
munity should buy life insurance and 
whether he can, and that is the only 
test that should be applied in deciding 
whether anyone under consideration 
may be a prospect. 

Because every prospect should have a 
thorough talk on life insurance, what- 
ever the agent is to say should be or- 
ganized or prepared in advance. Every 
agent, Mr. Maryman said, should have 
free organized selling talks on business 
insurance, inheritance tax insurance and 
family protection. 
talks on these three classes of life in- 
surance are prepared and given to three 
real prospects every day, the agent who 
works earnestly and intelligently can- 
not fail, according to Mr. Maryman. He 
explained that these talks cannot be de- 
livered in a sing-song way, and that 
they must be made to refer to the pros- 





If organized sales | 





| 
| organized, and who knows just what he | pect’s own situation. They should not 
| is going to do all of the time. 


be general nor should they be inflexible. 

Mr. Maryman said that the agent 
should not compete with men or com- 
panies because to do so requires the 
waste of valuable energy. It is hard 
enough to batter down the resistance 
of the prospect without creating addi- 
tional difficulties. He said that there 
is no substitute for the presence of the 
agent. The time spent in preparing 
written proposais might be very much 
better occupied in making actual calls 
and the written proposal never has the 
compelling power to close the sale that 
is present when the agent is making a 
personal call. 

Mr. Maryman pointed out that the 
case always has to be sold and that 
the selling work might as well be done 
at the beginning as to be put off until 
the end of the interview. He does not 
believe in having the prospect exam- 
ined first and the application filled out 
and the selling done afterwards. This, 
he regards as a reversal of the best sell- 
ing process which should be to make 
the sale as quickly as possible and to 
have the examination made afterwards 
when the case is certain to go through. 


Study Needs in Advance 


Most business, Mr. Maryman said, is 
sold before the prospect is seen. That 








Increase in 
Increase in 


Increase in Assets 





Premiums Collected 
Reserves 
Increase in Capital and Surplus* 


Increase in Insurance in Force (“paid for” basis) 


Continental Assurance 
910 S. Michigan Ave., Chicago 


Financial Statement as of December 31, 1930 


Record for 1930 


*Including Voluntary Reserve. 


ASSETS | 
ea ll ce ec att LNG $ 364,965.85 | 
Government, State. County and Municipal Bonds............. 1,471,970.00 
Railroad, Public Utility and Miscellaneous Bonds............. 2,401 ,600.00 
Preferred and Guaranteed Stocks .............cccccceccccees 1,400,870.00 
I een bie 31,416.00 | 
III, cnr a eer ote cot ao gaa ite 6,451,349.52 
ES te Pr epee ee ee ee oe 8 ey 1,656,274.70 
a a i ea ie 611,724.62 
Net Deferred and Uncollected Premiums ...................- 708,062.87 
I ib oro 5s 4.44434 a0 babe bos uk d5esu teed eae ceteean 269,482.58 
RE pay Oe er ie a Te Mery i 34,254.43 

OS a ke een ere nae a ane Sie ae grils 6 Se eee ewer a $15,401 970.57 } 
| 
LIABILITIES 
NNN 200 5 0b ak) Sra Cle east ae uel s vaca ueuuh $11,251,459.73 
ns a ewe be auida Semana Nene 419,075.55 
oe Se. cnc emawedboen ceneens 40,050.82 
I OD 45 ind ait dnk wich 646 69h d wHG Se 8S4 ede owes 224,544.05 
SE NINO <u on We vine So 08se vac condi duweweseemunnes 216,840.42 
DES. SGN cat Rhwccadakd cs Udakhixcunenanaaed $1,000,000.00 
DEE wcdenecdun eset atcda deenndassesurnane 2,250,000.00 
SE Ee ND «5 5 ds cnbeieneS way eb cuntiae daadasbewetouses 3,250,000.00 
: | EER AINE, I OEE, TR ee Ne OE $15,401 970.57 
Be eh re $150,220,099.00 


145,885,151.00 


All stocks and bonds are carried at December 3lst, 1930, market value. 


Company 








$ 257,398.83 
1,713,441.43 
130,696.48 
1,861 ,505.10 
16,647 936.00 




















Still Enjoys Proceeds 
From Matured Policy 





Peter Pickton, who four years 
ago was credited by the Fidelity 
Mutual Life with being one of the 
rare individuals who outlives the 
mortality table and was presented 
with the proceeds of his whole life 
policy, which matured as an en- 
dowment, last week celebrated his 
100th birthday in Zenith, Wash., 
convalescing from an attack of 
pneumonia. Mr. Pickton resided 
in Fargo, N. D., for about 35 
years, moving to Tacoma in 1915. 











is, the agent studies in advance the 
needs of the prospect upon whom he is 
going to call and then makes a talk 
which develops and emphasizes these 
needs to the extent that the prospect 
can be made to want life insurance to 
cover them. No agent should call on 
any prospect without knowing in ad- 
vance what his life insurance needs are 
and the various uses that the prospect 
may have for life insurance. The re- 
hearsal of these needs and uses in ad- 
vance by the agent constitutes the mak- 
ing of the sale because this process 
crystallizes in the agent’s mind the 
needs of the prospect upon whom the 
call is to be made and the case being 
strong in the agent’s mind is strongly 
presented. 

In Mr. Maryman’s organized sales 
talk on family protection he points out 
that every family man may have his 
home situation disrupted by premature 
death, permanent disability, or depend- 
ent old age, and that life insurance pre- 
vents all these, and nothing else does. 
He added that all people are in pursuit 
of happiness, and that the life insurance 
man has it for sale. In the sale of life 
insurance policies the life insurance 
agent eliminates at one stroke all of the 
three things that are a bug-bear to any 
man with a family. 


Growth of Insurance Trust 
Setups Is Shown in Report 


Increasing interest in life insurance 
trust arrangements is indicated in the 
report of J. W. Pole, comptroller of the 
currency, in which it is stated that 153 
national banks were acting in 1930 as 
trustees under 396 agreements involv- 
ing the administration of $13,495,009 in 
proceeds from insurance policies. 

The Pole report also indicates that 
680 national banks were named trustees 
last year under 13,543 insurance trust 
agreements supported by insurance poli- 
cies the face value aggregating $586,- 
706,435. These figures represent an in- 
crease of 30 percent over 1929 in the 
number of national banks administering 
insurance trusts and represent an in- 
crease of 46 percent in the number and 
19 percent in the volume of insurance 
trust assets under administration. 

The number of insurance trust agree- 
ments not yet operative, naming na- 
tional bank trustees, increased 42 per- 
cent, while the number of banks which 
have been named trustees under insur- 
ance trust agreements not operative in- 
creased during the year 22 percent. The 
volume of insurance represented by the 
face value of the policies trusteed under 
insurance trust agreements not yet op- 
erative naming national bank trustees 
increased 56 percent over 1929. 


» “Robertson Law” Bills Up 


Bills patterned after the Robertsom 
law of Texas, which would compel life 
companies to invest at least 75 percent 
of their reserves in local securities, have 
been introduced in the Oklahoma and 
North Dakota legislatures. 
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Here Is the NEW 1932 INSURANCE CALENDAR 


Designed Especially to Aid Insurance Men in Selling » 


ERE is the new 1932 insurance calendar 
HH designed especially by insurance ad- 
vertising experts to fit the selling needs of 
insurance men. It has a twelve sheet brown 
rotogravure pad mounted on a green col- 
ored heavy board back (15!/>x9 inches in 
size.) There are twelve different pictures— 
one for each month—which both please the 
eye and sell insurance. Under each picture 
is a short, right-to-the-point timely sales ar- 
gument featuring a different type of cover- 
age each month. 


Your Name Strikes All Eyes 


Your name is printed at the top of the 
back in the latest modern type where it 
strikes all eyes. The numerals of the pad 
are large and visible at a distance. 

Calendars are the most effective and 
economical form of advertising for insu-- 
ance men. They will be on the job 366 
days in 1932 keeping your name and busi- 
ness before your clients’ and prospects’ 
eyes. 


Exclusive Franchises Granted 


Exclusive franchises for The National 
Underwriter Calendars will be sold in cities 
of less than 100,000 population. If you 
want the exclusive franchise in your city 
you had better make arrangements right 
away for reserving it. Mail the coupon 
today for further information and if you 
wish a complete sample send ten cents in 
stamps. 


Reasons 








Why You Should Use 
National Underwriter 
Insurance Calendars: 


1. Designed by advertising ex- 
perts especially to fit the selling 
needs of insurance men. 


2. Twelve graphic sales ap- 
peals—A new seasonal picture 
each month representing different 
types of coverage. 


3. Printed in two colors: green 


backs and brown rotogravure 12- 
sheet pads. 
4. Your name imprinted at 


top where it strikes all eyes. 
5. Heavy colored board back. 


6. Exclusive franchises granted 


n cities of less than 100,000. 


Most economical and effec- 
tive form of advertising. 


My 





If you want the exclusive franchise in 
your city write today! 
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This is a fac-simile of the complete National Underwriter Insurance Calendar with its heavy 
board (9x!5!/a inches) green colored back and its 12-sheet brown rotogravure pad. 


MAIL COUPON TODAY! 


The National Underwriter Co 


Chicago Hi. 


A1946 Insurance Exchange 


Gentlemen: 


Please send me full particular 
can secure xt exclusive aor neg in my 


J Enclosed is 10c 
Name 


Address ...... 


Street 


City . 


in stamos for 


about 


sample 


The Nati 


city. 


snal Underwriter 


endar 


1932 Insurance Ca 


siendar. 


and tell 


Your name here 
where it strikes 
all eyes. 


A new seasonal 
picture each 
month — repre- 
senting twelve 
different types 
of insurance cov- 
erage. A re- 
newed interest in 
the calendar 
every month 
with every new 
picture. 


A right-to-the- 

point sales ar- 

gument for each 
month. 


Large well- 
proportioned 
numerals. 


Handy 
Telephone list 
underneath 
ped. 





Months 
before and 
after. 


me how ! 
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Over THREE BILLION DOLLARS has been 
paid by New York Life Insurance Company 
under its Policy Contracts. 
more than Two Billion Dollars was paid to 
and on account of Living Policy - holders. 
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NEW YORK LIFE INSURANCE COMPANY 


51 Madison Ave., Madison Square, New York, N. Y. 
DARWIN P. KINGSLEY, President 
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Lincoln National 
Seeks Air Risks 


Advertises for All Classes Ex- 
cept Unlicensed Pilots, 
Stunt Flyers 


BROKERAGE IS SOLICITED 


Lines Regarded by Most Companies as 
Accommodation Business Are 
Aggressively Cultivated 


Countrywide solicitation of aviation 
risks, including passengers, army, ma- 
rine and other service flyers, pilots, 
Owner passengers, glider pilots, all 
classes indeed except unlicensed pilots 
of unlicensed planes and stunt flyers, 
has been started by the Lincoln Na- 
tional Life. 

Under the signature of C. O. Rey- 
nolds, manager of the brokerage depart- 
ment, the Lincoln National has issued a 
bulletin through its agents to brokers 
soliciting aviation business. “Passen- 
gers,” the bulletin states, “flying busi- 
ness executives, licensed pilots, air mail 
pilots, crop dusters, glider pilots, regu- 
lar army, navy and marine corps, re- 
serve and national guard air corps, stu- 
dent pilots—the Lincoln National Life 
handles them all.” 


Complete Schedule Prepared 


For several months the Lincoln Na- 
tional has had a complete schedule, 
showing limits and rating for all classes of 
aviation risks, but the business has not 
been sought aggressively until now. The 
reinsurance problem, apparently, does 
not enter into the picture, for the net re- 
tention of the Lincoln National is re- 
ported to be $100,000, which is the high- 
est limit the Lincoln National will ac- 
cept on any aviation risk—limits per- 
mitted passengers on regularly operated 
transport lines on fixed schedules be- 
tween definite established airports. 


May Increase Rating 


In its schedule, the Lincoln National 
states that the riders reserve the right 
to increase the rating if it appears that 
there is an unusual hazard or that the 
number of flights will increase. In esti- 
mating the number of flights, extended 
trips requiring several landings will be 
given special consideration. 

First year commissions are not paid 
on extra charge for the aviation hazard. 
The only exception is in the case of 
juvenile policies when the payor clause 
is rated. 

Civilian Ratings 


If desired, policies will be issued at 
the regular army, navy and marine rates 
with a rider excluding aviation coverage. 
The applicant must sign a special re- 
quest which will be furnished by the 
home office. 

The schedule appears herewith, show- 
ing by classifications the limits, extra 


YOU'LL HAVE TO HURRY! 


lf you want the exclusive franchise to 
distribute The National Underwriter's at- 
tractive new 1932 insurance calendar in 
your city. It has twelve different sea- 
sonal rotogravure pictures and sales 
arguments—one for each month. Mounted 
on a heavy colored board back. Your 
name at top where it strikes all eyes. 
Mail this advertisement today along with 
your business card and 10 cents in stamps 
and receive a sample calendar and full 
particulars about exclusive franchises. 
THE NATIONAL UNDERWRITER 
A-1946 Insurance Exchange, Chicago 

















premiums and special factors in several 
classifications: 

1. Passengers using exclusively pas- 
senger carrying lines operated on fixed 
schedules between definitely established 
airports. 

No. Flights 





Year Extra Premium Limit 
1—10 None $100,000 
11—20 $ 2.50 75,000 
21—30 5.00 50,000 
31—40 7.50 35,000 

Over 40 10.00 25,000 


2. Passengers using licensed planes 
but not exclusively passenger lines on 
fixed schedules. 

No. Flights 


Year Extra Premium Limit 
j..-3@ None $100,000 
11—20 $ 5.00 50,000 
21—30 7.50 35,000 
31—40 10.00 25,000 

Over 40 15.00 25,000 


3. Executives using company-owned 
planes and owners who do not pilot. 


No. Flights 


Year Extra Premium Limit 

1—25 $10.00 up 25,000 

Over 25 15.00 up 25,000 
4. Pilots. 


Air-mail, limit $10,000, additional $365, 

Licensed pilots flying licensed planes 
but not carrying mail, not otherwise 
classified, limit $10,000, additional $25, 

Student pilots, limit $10,000, additional 
$25, total extra for first to be collected 
with first premium. 

Exhibition, stunt, racing, altitude, en- 
durance and speed, not accepted. 

Test pilots, select cases, limit $10,000, 
additional $35. 

Crop-dusters, limit $10,000, additional 
$25. 

Unlicensed pilots or flying unlicensed 
planes, usually not accepted. 

Flying outside United States or un- 
usual hazard, submit trial application 
giving full details to home office. 

5. Gliders. 

Professional or having other interests 
in aviation, special consideration. 

Making ordinary pleasure flights, no 
other interest in aviation, standard. 

6. Disability and double indemnity, 
not granted in any case rated for avia- 
tion hazard. 


Service Flyers 


1. Regular army and navy air corps. 
Limit Rating 
Pilots having 400 or 


more hours in air...$10,000 $12.00 
Pilots having from 200 

to 400 hours in air... 10,000 24.00 
Flight surgeons and 

ordnance officers .... 20,000 7.50 
Non-commissioned and 
PUCUNNOR 26 bssieeseduse 10,000 eee 

petty officers ........ 10,000 5.00 
Student pilots not accepted with aviation 

coverage. 


On detail from artillery 

corps for observation 

CPOE Saadaceces 10,000 12.06 

2. Army reserve and national guard 
air corps. 
Pilots and observers 

having 400 or more 

POUR CE Bic s covscs $10,000 Min. $12.00 
Pilots and . observers 

having 200 to 400 


hours in alf.....c«- 10,000 24.00 
Pnlisted personnel—na- 
tional guard ........ 10,000 Min. 3.75 


3. Non-rated classes and air corps 
officers having executive duties only— 
special consideration. 


Marine— 
Limit Rating 
Pilots having 400 or 
more hours in air....$10,000 $24.00 
Pilots having from 200 
to 400 hours in air... 10,000 35.00 
Non-commissioned offi- 
cers in air corps..... 10,000 10.00 


Lighter-than-air corps. Rate same as 
heavier than air. 


C. R. Rupp Named Supervisor 


The appointment of C. R. Rupp as 
supervisor of agents has been an- 
nounced by H. R. Ryarly & Bro., of 
Washington, D. C., managers of the 
Home Life of New York for Virginia, 
West Virginia, Maryland, and the Dis- 
trict of Columbia. Mr. Rupp was for- 
merly connected with the E. R. Ecken- 
rode general agency of the Penn Mutual 
at Harrisburg, Pa., and has had about 
four years experience in field work with 
the Penn Mutual. 


“Business Insurance,” by Leon Gilbert 
Simon, tells you hew to sell it. Order 
from The National Underwriter. $3.00. 
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— Turnout of Life Men 
at Indiana Insurance Day 





EDUCATION IS FEATURED 





Life Insurance Gets Much More Con- 
spicuous Place on Program Than 
in Previous Years 





INDIANAPOLIS, Jan. 22.—Life in- 
surance occupied a prominent place on 
the program of Indiana Insurance Day, 
which was held here Tuesday and which 
brings together each year all classes of 
insurance men. At some of the previous 
meetings life insurance had been sub- 
ordinated to the fire and casualty inter- 
ests, but this year two full sessions were 
devoted entirely to life insurance and as 
a consequence Indiana Insurance Day 
this year attracted more life insurance 
men than at any previous meeting. Life 
insurance men in Indiana are associa- 
tion and organization minded. In 1929 
the Fort Wayne association captured the 
National association cup for the largest 
increase in membership, and in 1920 the 
cup was awarded to the Indianapolis 
association, which increased its member- 
ship from 150 to 275. During 1930 the 
Life Underwriters Association of In- 
diana more than doubled its member- 
ship, now having a total of 1,035, and 
1,250 as its membership goal for January 
1 of next year. 

This great increase in membership 
and the activities of both the state and 
local asociations have resulted in the life 
insurance men of the state becoming 
much better known to each other and 
decidedly more inclined to attend meet- 
ings for which a good lite insurance pro- 
gram has been prepared. 

Paul W. Simpson of Indianapolis, 
president of the state association, pre- 
sided at the morning session for life 
men. The first speaker was J. S. Mary- 
man, an agent of the Aetna Life at 
Little Rock, Ark., who gave the organ- 
ized selling talk that he has used suc- 
cessfully, together with other business- 
getting ideas. He is a consistent mil- 
lion-dollar producer. 

Mansur B. Oakes, head of the Insur- 
ance Research & Review Service of In- 
dianapolis, and the secretary of the state 
association, gave his report as secretary, 
explaining that during the year two new 
local associations were organized, they 
being the Calumet association, compris- 
ing all the cities in the so-called Calumet 
district, and the La Porte County as- 
sociation at Michigan City. Reports of 
these and all of the older associations 
throughout the state were heard follow- 
ing which A. H. Kollenberg of the 
Mutual Benefit Life at Grand Rapids, 
Mich., talked on “Plans Used on Selling 
Medium Sized Business Cases.” 

After the joint luncheon at noon, at- 
tended by fire, casualty and life men, 
there was a second life session at which 
the speakers were George E. Lackey of 
Oklahoma City, president of the Na- 
tional Association of Life Underwriters, 
who outlined “Sales Plans for Increas- 
ing Production with Life Insurance as 
the Financial Anchor of 1931;” Ward 
Hackleman, of the Massachusets Mutual 
in Indianapolis, who discussed “Tax 
Problems in Which Indiana Prospects 
Are Interested,” and T. P. Williams, an 
agent of the Equitable Life of New 
York, at Corry, Pa., who told, “Where 
Prospects Are Found for a Million a 
Year in a Town of 7,500.” 

Larry Kigin of the New York Life in 

erre Haute was elected president of 
the Life Underwriters Association of In- 
diana. Vice-presidents are: L. D. 
Fowler, Fort Wayne, Connecticut Mu- 
tual; Lowell T. Boyd, Kokomo, Equi- 
table of Iowa, and Arthur J. Saum, 
Evansville, Massachusetts Mutual. 

Secretary is Robert E. Beisel, Lafay- 
ette, Lincoln National. 

Ralph L. Colby, general agent of the 
Franklin Life in Indianapolis, was made 
chairman of Indiana Insurance Day for 
next year, and first vice-president of 





: in 3 
the Indiana Insurance Federation, Ross | 


E. Coffin, this year’s chairman, being ad- 
vanced to the presidency. H. A. Luckey, 
New England Mutual, Indianapolis, is 
the life vice-president of the federation 
and the life advisory board includes P. 
W. Simpson, general agent Aetna Life, 
Indianapolis; Elbert Storer, manager | 
Bankers Life of Iowa, Indianapolis; 4 


L. Rogers, general agent Equitable Life 
of New York, Indianapolis; H. L. Can- | 


telon, manager Sun Life of Canada, 
Indianapolis; L. D. Fowler, general | 
agent Connecticut Mutual Life, Fort | 


Wayne; L. C. Kigin, general agent New | 
York Life, Terre Haute; F. M. Dicker- 
man, Guardian Life. 


Inter-Southern Meeting Postponed 


LOUISVILLE, Jan. 22.—The an- 
nual meeting of the Inter-Southern Life 
here Wednesday was adjourned to Feb. 
18 after a statement by President Arnett 
that the company’s annual statement 
would be available then and some other 
matters which it was desired to take up 
would be ready for presentation at that 
time. M. J. Dorsey, Bertram Day, C. E. 
Johnson, G. A. Paddock, J. W. Seids 
and H. E. Tressel were in attendance, 
representing the Keystone Holding 





Company interests. 





Teachenor Has $375,771 
Premiums in Last Year 








One of the most unusual records in 
life insurance was hung up last year 
by Dix Teachenor, big producer of the 
Kansas City Life in that city, who is- 
sued and paid for $1,097,100 of business, 
of which $40,950 not acceptable to his 
elsewhere. 


Million Dollar atiaatia 
Talks to Newark Club 





W. R. Baker, a million dollar pro- 
ducer, formerly president of the Newark 
Life Underwriters Association and at- 
tached to the Newark office of the Mu- 
tual Life of New York, explained in de- 
tail the “Conservation of Estates” be- 


| fore the members of the Contemporary 


| Club of 


own company was placed 
There were 146 applications and the 
average policy was $7,500. His aver- 


age was one application for every 4% 
interviews. 
Average Premium $343 per $1,000 
The amazing point about his 1930 
production was the large average pre- 
mium of $343 per $1,000. His new 


of Newark, N. J., last Monday, 
He laid particular stress on the neces- 
sity of saving estate through life insur- 


}ance, and the great need of carrying 


| 


premiums last year amounted to $375,- | 


771, and on every application which he 
wrote he averaged $2,573. This is ac- 
counted for by the fact that he wrote 
very largely single premium life insur- 
ance. This was done deliberately, as 
Mr. Teachenor early in the year decided 
conditions were peculiar and that he 
had a strong appeal in selling life in- 
surance as an investment. Mr. Teache- 
nor works out of the home office and 
for many years has maintained well 
over $1,000,000 a vear paid production. 


|}end on Jan. 27. 
}ronto on 
| London, Jan. 23; 


| 


life insurance coverage that will pay 
federal and state taxes at the time of the 
settlement of an estate. He also spoke 
of the great value of a policy in its 
cash and loan field, making a policy an 
investment, rather than a death benefit. 


See Has Canadian Itinerary 


Frank M. See, general agent Union 
Central Life in St. Louis, has gone on 
an extensive speaking tour of Canada 
under the auspices of the Canada Life 
Underwriters Association. His tour will 
He will speak in To- 
Jan. 21, Hamilton, Jan. 22, 
Ottawa, Jan. 26, and 
Montreal, Jan. 27. He will give three 
addresses in each town visited. 





INDIANAPOLIS LIFE INSURANCE CO. 


In Its Twenty-Sixth Year 


Over One Hundred Million Dollars in Force 


A LEADER IN ITS HOME CITY WITH $22,000,000.00 in Force 
A LEADER IN ITS HOME STATE WITH $46,000,000.00 in Force 





1930 


been mutual. Its purpose is to fur- 
nish sound life and endowment in- 
surance at the lowest possible net 
cost. We have never entered any 
race for mere size. We have con- 
sistently served our policyhold- 
ers and our agents to the limit 
of our power. Our concern is 
“How well may we serve” 
rather than “How many.” 
Our annual dividends will 
show favorably with the 
best. The steady growth 
of the company and the 
persistence of the busi- 
ness are evidence of a 
satisfied body of pol- 
icyholders. This is 
further evidenced 
by the commend- 
able gains of 
1930. Our field 
representatives 
come with the 
company to 
stay. 








FRANK -P. MANLY 
President 

EDWARD B. RAUB 
Vice-Pres. & Counsel 

JOS. R. RAUB 
Secretary 


A. LEROY PORTTEUS 
Treasuret 


1930 - - 


From the beginning the company has 


75, 
86,027,488.39 


95,600,421.00 
04,000,000.00 ~ 
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company has_ well-formulated 
plans for continuing the steady 
growth, good service and low cost 
during 1931. We will intensively 
develop Indiana. We offer man- 


agers the old-fashioned general 
agent’s contract, with fair and 
liberal first year commissions 


and renewals. We give as 
much territory as can be 
profitably handled, and have 
experienced field supervis- 


ors to help develop new 
men. We give special 
agents contracts direct 


with the company, keeping 
in close touch with them 
and encouraging and 
helping them in their 
work. We make our 
appeal to the type of 
men who have faith 
in the business of life 
insurance and in 
their own ability 
to develop a per- 
manentplace 
with cumulative 
income for 
themselves. 








W. H. HUEHL 
Actuary 

DR. J. B. YOUNG 
Medical Director 

IRVING PALMER 
Agency Secretary 

B. C. PFEIFFER 
Comptroller 

Cc. L. ROUSE 


GAIN IN INSURANCE IN FORCE Approx. $8,000,000.00 


Field Supervisors 


E. C. McGriff, J. R. Mayfield, Doyle Zaring, F. D. Brosnan 


For Agency apply to Home Office 
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Group Insurance to Be 
Discussed at Conference 


NUMBER OF POINTS LISTED 





American Management Association Re- 
cords Many Features for Its 
Forthcoming Meeting 





NIAGARA FALLS, N. Y., Jan. 22. 
—Group insurance and benefits is one 
of a number of topics to be taken up 
at a round table conference at the per- 
sonnel and public relations conferences 
to be held here Feb. 2-4 under the aus- 
pices of the American Management As- 
sociation. 

Among the points to be covered are: 
(1) Has group life insurance for em- 
ployes established itself as a permanent 
phase of industrial relations policy in 
industry generally? (2) What methods 
have been devised to offset the disad- 
vantages of group life insurance by its 
cancellation on termination of employ- 
ment? What percent of those eligible 
convert their insurance? (3) Is there 
any effective substitute for group in- 


surance? (4) Does experience show 
that death settlement payments are 
squandered by the beneficiaries? (5) 


Do employes who are covered by group 

life insurance fail to provide for them- 

selves adequate personal insurance? 
Present General Practice 


(6) What is the present general prac- 
tice as to the division of premium pay- 
ments between the company and em- 
ployes? (7) What has proved to be 
the most practicable and advantageous 
basis of scheduling the amounts of 
group life insurance? (a) related to 
length of service (b) related to earn- 
ings. (8)Is the trend toward a wider 
form of group coverage so as to in- 
clude temporary disability and non- 
occupational accidents? (9)Has salary 
allotment or payroll deductible insur- 
ance been widely adopted? 

(10) Is the provision for sickness and 
accident benefits being extended in in- 
dustry through mutual benefit associ- 
ations? Has experience proved it bet- 
ter for the company to participate in 
the management of these associations 
or for the employes to manage them? 
(11) Should the company pay any of the 
cost of sickness and non-occupational 
accident benefits? (12) How much 
group insurance has been cancelled or 
added during the present depression? 
(Calendar year 1930, for instance.) 


Central Department’s Work 


The central department of the New 
York Life, directed by iInjspector of 
Agencies R. E. Whitney at Chicago, paid 
for $117,761,000 of business last year 
which was only slightly under the quota. 
The 13 Chicago branches paid for 
$75,568,000. 











Companies Give 1930 Figures 








The Peoria Life shows new business 
last year $48,936,601, business in force 
$209,672,936, increase $18,810,808, gross 
assets $22,300,000, increase $2,550,000, 
mortality ratio 53 percent, percentage 
of business renewed 84.8 percent, inter- 
est on investments 5.8 percent. During 
the year the Peoria Life passed the 
$200,000,000 mark in insurance in force. 


Equitable Life of lowa 


The Equitable Life of Iowa shows 
new business $75,161,791, insurance in 
force $644,502,740, gain $26,543,649, as- 
sets $118,702,147, gain $10,665,092, pol- 
icyholders surplus $6,032,737, mortality 
ratio 42.8, dividends for 1931, $4,463,- 
858, death claims last 10 years $19,429,- 
012, percentage of business written on 
old policyholders last year 41.2. 

Business Men’s Assurance 


The Business Men’s Assurance of 
Kansas City produced in new business 
last year $39,876,747 and showed insur- 
ance in force $91,102,000 at the end of 
the year. The latter part of the year 
showed a decided upward turn for the 
Business Men’s Assurance. November 
and December were in excess of similar 
months of 1929. November was the 
greatest month in the history of the 
company. 

Manufacturers Life of Canada 


The Manufacturers Life of Toronto in 
its annual statement shows assets $109,- 
027,467, contingency reserve $1,200,000, 
capital $1,500,000, dividend reserves $7,- 
105,352, net surplus $3,377,280, premium 
income $20,820,393, total income $27,- 
366,038, paid policyholders $11,874,266, 
total disbursements $18,577,079, new 
business $82,057,914, insurance in force 
$529,984,752, gain $25,503,549. The as- 
sets increased $9,591,891. The interest 
rate last year was in excess of 6 percent. 
The company’s investment in preferred 
and common stocks has been slightly in- 
creased, the total amount being only 2 
percent of the assets. Last year of the 
payments to policyholders, 32 percent 
went to beneficiaries and 68 percent to 
living policyholders. The Manufacturers 
Life is one of the great Canadian com- 
panies operating in the United States. It 
has had steady and consistent develop- 
ment in all its departments. 

The Pacific Mutual Life shows new 
business this year $100,000,000 as com- 
pared with $89,637,299 the year before, 
insurance in force is $766,700,000, gain 
$33,231,341. 

Pan-American Life’s Year 


The Pan-American Life annual state- 
ment shows assets of $27,138,879, capital 
and surplus $2,281,807, net surplus $1,- 
281,807, insurance in force $190,583,057, 
increase in assets $1,940,822, paid policy- 
holders $3,074,896. 

At the annual meeting of the directors 
of the Columbus Mutual Life all officers 
were reelected, headed by President D. 








E. Ball. The new business exceeded 
that of any other year except 1929. The 
insurance in force is $137,073,267, gain 
$9,410,283. The assets are $19,000,521 
and surplus $1,670,523. The total in- 
come was $6,095,195, excess of income 
$2,225,852. The ratio of mortality to the 
expected was 39 percent. Of the 250 
deaths, 65 were due to accidents. 

Secretary Carl Mitcheltree’s report 
showed mortality savings of $750,000 
and excess interest earnings of $337,172 
over the guarantees on the legal re- 
serves. 

Bankers Life of Iowa 


The Bankers Life of Iowa shows net 
business in excess of $100,000,000. It 
had in force $909,877,085, representing 
nearly 300,000 policies. The assets are 
$148,000,000, gain $15,000,000. Since 
1924 the assets are more than double. 
The insurance in force for three-year 
periods is as follows: 1915, $115,550,857; 


1918, $201,739,871; 1921, $386,339,609; 
1924, $562,448,413; 1927, $781,832,002; 
1930, $909,877,085. 


National Life of Vermont 


The annual statement of the National 
Life of Vermont shows assets $138,342,- 
375, surplus on amortized basis $8,140,- 
118, surplus on market value basis 
$8,585,024, new business $76,156,617, in- 
surance inforce $616,888,319, paid policy- 
holders $16,402,632. President Howland 
has a good word for the salesmen in his 
annual report to policyholders. He says: 

“Through the effective cooperation of 
its field representatives and the. good- 
will of policyholders, new insurance in 
your company, notwithstanding de- 
pressed business conditions, was the 
largest in the company’s history, 
amounting to $76,156,617.” 

The assets increased $7,790,085 and 
surplus increased $657,546. Figured on 
a market value basis, the surplus would 
have shown an even greater increase of 
$1,102,452. 

For many years the bond investments 
have been largely governments and 
municipals. The quality of the bond 
holdings, amounting to $35,242,186, is 
attested by the fact that at a time when 
bond values generally showed a decline, 
the market value of its bonds showed a 
substantial appreciation over their value 
on Dec. 31, 1929. In the 91 years of its 
history the National Life has never 
written so much new insurance as dur- 
ing 1930. 

Continental Assurance of Chicago 


The annual statement of the Conti- 
nental Assurance Company of Chicago 
shows assets $15,401,971, capital $1,000,- 
000, net surplus $2,250,000, insurance in 
force on a ‘paid for basis $145,885,151. 
There was increase of $257,399 in pre- 
miums, $1,713,441 in reserves, $130,696 
in capital and surplus, $1,861,505 in 
assets and $16,647,936 in insurance in 
force. Its mortality ratio was 36.3 per- 











FIGURES FROM DECEMBER 31, 


1930, 


LIFE COMPANIES 





STATEMENTS 



















Gain Prem. Total Benefits Total 
Total New Bus. Ins. in Force in Ins. Income Income Paid Disburse 
Assets se es —— . Dec. * 1930 in Force 1930 1930 1930 1930 ; 
$ 3 

Central States, Mo........ 14,403,573 400,000 351,168 16,443,466 104,513,695 1,623,689 2,797,935 3,877,986 1,238 780 «2 est 805 
Columbus Mutual ......... 19,000,522 500,000 1,170,524 21,140,307 137,073,267 9,410,283 4,378,181 6,095,196  2°043.267 3.869343 
ER MR haan sandeent 118,702,147 1,000,000 5,032,737 75,161,791 644,502,740 26,543,649 19,610,112 28,003,659 11,308,951 17.952.572 
Franklin, Ill. ............ 31,298,990 250,000 1,081,729 34,061,962 225,128,782 1,738,046 6,011,666 8,092,500 3/387481 5903'158 
Home State, Okla......... 776,661 574,370 95,259 7,876,293 13,852,092 7,876,293 218,288 816,569 | 24.017 725,877 
Imperial, Can. ........... 69,598,119 1,000,000 4,732,294 32,110,078 300,932,203 11,144,321 10,720,465 14,449,805 6,530:785 9,727.433 
Kansas City Life, Mo..... 66,534,075 1,000,000 5,367,140 72,767,596 446,206,242 13,572,734 12,487,501 16,082,913 5,350,589 9°594'909 
Kansas Life, Kan......... 3,351,087 210,000 408,309 10,448,968 30,361,482 —2,457,791 851,211 1,079,945 301,307 766,409 
Midland Natl. ............ 5,641,266 300,000 616,884 4,800,000 29,038,000 29,000 715,773 1,023,127 431,792 764.709 
Senta BANS occccccssccs 11,267,890 500,000 909,922 8,897,927 55,568,783 370,750 1,880,684 2,641,113 952,784 1,795,061 
Natl. Fidelity, Mo.. 4,585,400 250,000 53,9456 7,556,206 37,572,182 95,415 1,053,880 1,450,800 331,002 919,568 
Natl. Thrift, Neb. RI erect 5,000 125,000 150,000 25,000 54,432 54,432 32 38,972 
Protective, Ala. 7,987,456 1,000,000 690,129 14,396,380 71,014,657 1,306,349 1,557,125 2,084,282 1,008,227 1,715,614 
National, Vt. ... .138,842,876 ........ 8,140,118 76,156,617 616,888,319 19,695,200 20,503,724 28,086,459 16,402,632 20,952,645 
Peoria Life .... 21,941,208 400,000 352,075 48,936,601 209,672,936 18,810,808 5,567,934 7,236,842 2.787.137 4,967,037 
Register Life ............. 6,162,746 ........ 263,171 4,146,232 34,866,855 103,941 948,935 1,367,064 532,727 971,031 
Rockford Life ............ 2,844,465 200,000 97,782 5,706,194 26,255,449 531,163 624,857 $09,019 240,722 526,455 
Sete BE Bilas encssecceees 10,553,055 1,000,000 1,255,000 25,015,746 100,246,000 3,186,000 2,512,608 3,042,148 460,536 1,813,918 
United Fid., Tex.......... 2,663,936 250,000 104,796 9,194,875 30,393,466 246,345 820,899 990,800 259,021 630,520 
United LL & A. N. H.... 7,805,723 500,000 390,409 7,907,756 56,481,299 758,130 1,905,292 2,285,677 853,057 1,577,076 
Wisconsin Life ........... EAGREOE  snesccce 218,915 4,451,271 25,564,244 2,261,808 758,801 983,133 325,174 623,646 





Penn Mutual Fights Lapses 
With Conservation Bureau 





J’ B. WEBSTER IS DIRECTOR 





Much of Company’s Business Put on 
By New Agents Vulnerable, 
Hart Says 





Establishment of a department of 
conservation and appointment of J. B. 
Webster, well known trust officer of 
Little Rock, Ark., as director of the de- 
partment, is announced by the Penn 
Mutual. This enterprise, which will be 
part of the agency department, is the 
conception of Vice-president Hart in 
his expansion program. The Penn Mu- 
tual states that its lapse rate has been 
favorable in comparison with many 
other companies but that it can be im- 
proved by research. 

Mr. Webster is a graduate of the 
University of Arkansas, who served for 
a time as assistant attorney general of 
that state. Since 1920 he has been a 

vice-president and trust officer of a 
Little Rock bank. 


Many New Agents 


Inasmuch as the Penn Mutual has in- 
creased its agency force by approxi- 
mately 6633 percent during the last 
three years, Mr. Hart points out that 
the business of the Penn Mutual is par- 
ticularly susceptible to lapsation. This 
is true because, he states, the business 
of a new agent does not ordinarily per- 
sist as well as that of one who is sea- 
soned. 

“If it be proper for us,” Mr. Hart 
states, “to devote an enormous amount 
of activity to securing new customers, 
we should follow up that process by 
devoting some attention to keeping our 
old customers.” 

The Penn Mutual’s conservation de- 
partment will deal primarily with what 
Mr. Hart describes as preventive con- 
servation rather than reinstatement of 
the business after it is lapsed. Con- 
servation before the business goes on 
the books and conservation after the 
business goes on the books will be the 
principal chores assigned to the new 
department. 








cent. Last year $200,000 was paid in 
dividends to stockholders. The con- 
tingent reserve is $216,840. President 
Behrens says that the management feels 
it desirable to carry out the traditional 
policy of increasing the voluntary con- 
tingent rather than increase the amount 
of published surplus which remains as 
heretofore at $2,250,000. Voluntary con- 
tingent and surplus, together with cap- 
ital of $1,000,000 make total policyhold- 
ers surplus $3,465,840. President Behrens 
says that in investments the manage- 
ment is continuing to buy only the high- 
est grade of securities. 


State Mutual Life 


Despite the shrinkage in security 
values due to the market depression the 
surplus of the State Mutual Life of 
Worcester shows an increase over 1929 
figures. The figure is now $9,234,174. 
The assets are $143,282,127; liabilities, 
including policyholders’ reserve of $119,- 
571,467, $133,947,953. The report notes 
that one out of every eight deaths dur- 
ing 1930 was from violence. This in- 
cludes suicides and is the largest per- 
ecntage of violent deaths in the com- 
pany’s experience. The percentage of 
deaths by suicide has shown an un- 
pleasant increase generally during the 
last year, the report states. The com- 
pany was fortunate in that its suicide 
claims were on policies which had been 
on the books a considerable length of 
time. Diseases of the heart showed a 
substantial increase over the previous 
year. 
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- LIFE COMPANY CONVENTIONS | 











Detroit Life Sales Congress 





Plans for Coming Year Announced by 
President J. A. Reynolds and Other 
Officials of the Company 





The Detroit Life held its annual sales 
congress at the home office attended by 
managers and agents from all states in 
which the company operates, as well as 
the entire Detroit sales force. The 
gathering celebrated the 20th anniver- 
sary of the founding of the company. 
More than 90 were in attendance. H. L. 
Walker, newly appointed vice-president 
and agency director, presided. 

President J. A. Reynolds in his ad- 
dress at the opening session set forth 
the plans for 1931. Other speakers the 
first day were W. P. Coler of the Amer- 
ican Life Convention; A. P. Johnson 
newly appointed manager of the Detroit 
city agency; Morris Fishman, vice- 
president and head of the Fishman 
agency in Detroit, and E. E. Besser, Jr., 
Chicago; R. C. Wilson, widely known 
life counsellor in Detroit, who told how 
to develop a large volume of life busi- 
ness, and Glenn Knigge, Chicago. 

The second day Morris Fishman su- 
pervised a round table discussion of | 
field problems brought up from the | 
floor and discussed bv the agents them- | 
selves and the officials of the company. | 


United Life & Accident Meet | 


General Agents at Home Office Hear S. 
G. Dickinson, H. E. Niles, Allen | 
Hollis, E. E. Reed 











General agents of the United Life & 
Accident gathered recently at the home | 
office at Concord, N. H., in annual con- 
ference to hear helpful messages from 
home office executives and useful sales | 
information from S. G. Dickinson of the 
Life Insurance Sales Research Bureau 
and H. E. Niles of Woodward, Fondil- | 
ler & Ryan. 

There was particular interest in the 
address of Mr. Niles on “The Whys and 
Wherefores of the Income Indemnity 
Policy Contract,” which was a clear and 
concise explanation of the new income | 
indemnity policy of the United Life & | 
Accident. Following Mr. Niles’ address, 
a question session was conducted. 

Mr. Dickinson addressed the confer- 
ence on “How to Apply to Best Advan- 
tage the Fundamental Principles of 
Agency Building and Management.” 

Vice-President E. E. Reed presided at 
the session. President Allen Hollis de- 
livered the address of welcome. Other 
speakers were A. P. Starr, Vice-Presi- 
dent R. J. Merrill, R. J. Graves, medi- 
cal director; J. V. Hanna, actuary; F. 
E. Rushlow, claim manager; H. T. 
Ring, conservation supervisor, and R. 
K. Jordan, assistant secretary. 





Peoria Life Managers Meet 





Review Work Done in 1930 and Lay 
Plans for Continuance of Suc- 


cessful Record 





More than 40 agency managers and 
supervisors of the Peoria Life assembled 
at the home office for their annual con- 
ference lasting four days. The applica- 
tion of up-to-date methods was demon- 
strated when District Managers G. W. 
Kirby of Trenton, N. J., and Henry 
Chubb of Philadelphia made the trip to 
this meeting by airplane. 

he purpose of the conference was 
to review the progress of the company 
and its agencies during the past year 
and to coordinate plans and methods of 





the entire agency staff in accomplishing 
their 1931 program. Walter E. May, vice- 
president, was in charge as chairman. 
Figures presented proved that 1930 was 
one of the most successful years. Partic- 
ularly encouraging was the fact that this 
progress was general and not confined 
to any limited section. The visiting 
managers expressed their belief that 


| 1931 


| 





should continue the favorable ex- 
perience of the past year. 

Special honors were conferred on 
three of the agency heads. Henry 
Chubb of Philadelphia was awarded the 
president's cup for achieving the high- 
est percentage of his agency quota of 
business produced during 1930. J. L 
Drahos, district manager of Cedar Rap- 
ids, Iowa, won the service trophy for 
his agency by achieving the best record 
in the renewal of business. District 
Manager C. H. De Long of Champaign, 
Ill., received the conservation trophy for 
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superior attainment on second year re- 
newals. 

rhe program centered chiefly in the 
problems of agency supervision: the se- 
lection and training of new agents, the 
responsibilities of the agency head in 
developing the efficiency of his organi- 
zation, and practical methods of stimu- 
lating the agency manpower aniong both 
old and new men. 

The meeting concluded with an ad- 
dress by President Emmet C. May on 
“A Common Understanding of Our 
Aims.” Mr. May reviewed the discus- 








A NEW YEAR’S RESOLUTION! 




















Royal Union Life Building 
Cor, Seventh and Grand Ave. 
Des Moines, Iowa 


ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 
A. C. TUCKER, President 


After another highly success- 
ful campaign with our pop- 
ular children’s policies that 
go automatically into full ben- 
efit at age 5, the Royal Union 
Agency 
year 1931 firmly resolved to 
devote even more time in the 
development of this profit- 


able prospect field. 


Our Juvenile forms are fast 


selling contracts. 


Force is entering the 
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sions. He declared his enthusiasm over ~ _ other talks ft mag The Inner J 
the growth of the company and ex- P li F f 1930 ircle was to meet Friday. 
pressed great optimism over the possi- re iminary igures or ‘ " : ' 
bilities for further progress and a National Fidelity Life Men 
in 1931. The insurance now in force is c ‘ > Vv 
in excess of $209,000,000, which repre- New 1930 roe oe in Rally at Kansas City 
sents a ae ene, be go ay Bankers Life, Tas a Ie a $124,705,248 $ 16,876,028 
i ssets, according t resident May, | Brooklyn National Life.........ccccccccccccecccsccecs ),154,835 ,455,7 : 
is pga blccargy vt the potencies history, Canada 0 | ty eo $1,333,163 The annual agency convention of the J 
amounting to over 98,500,000, beinging | Grete crete tate erat teeeetetecsscccccsecs = RRRREES 3 ee gr3. | National Fidelity Life of Kansas City 
& at 1 Lidfe...ccccsccccccces ’ ’ . rs P 
the total assets to $22,300, 000. CE CRUE BEDS 045 6.0000000sc5000sncetasccaeusess 38,585,613 52,740,336 | was held in the company’s home town 
epanepete ——_) asees SLi et setters esseeseessceeeeeces yl rtee rettiees following a gathering of general agents 
N $500,000 Club Gathers cnet By nme Fpl 100'000:000 33/231/341 | and managers. The first session of the 
ew ’ u Phoenix Mutual Life.........seesseeeeeeeeeeeeeeueees 87,697,777 39,512,853 | convention was held at the home office 
San jacinto MLO cece weet een eee ee eeeeeaeeenseeeeeees 7,792,515 4, 78,68 where methods were discussed for more | 
Large Home Office Delegation of Union | State Farm Life, Mli....2.2000 2.220222 __Bi3rotooe 5035.94 | efficient and thorough cooperation. be- I 
Central Attends Meeting in i ns ivincnienabanedecnewadeneenbaomen dae 163,865,626 29,463,333 | tween the home office personnel and the Y 
Palm B h WD GUNN 6:66 6h 0b etestneeuedeeeenenscseueneses 3,797,300 1,642,800 | field force. Convention speakers, for the . 
= oe most part, consisted of National Fidel- rt 
‘ ’ : S ity Life executives and field representa- L 
Forty-three members of the new | Superintendent of agencies. Agencies rep- | Friskey, Jr., manager, had the largest | tives. Plans for 1931 were discussed. | 
$500,000 Producers Club of the Union | resented were New York, Chicago, Cin- | combined life and accident and health Col. Ruby Garrett, lawyer and coun- > i 
Central, formation of which was an-| Cimnati, Wichita, Memphis, Denver, | premium production and also largest life | cilman of Kansas City, was the principal ul 
nounced at the company’s convention at Philadelphia, Lynchburg, Va., Boston, | production, while the San Francisco dis- speaker at the banquet on the first eve- f 
the home office in Cincinnati Sept. 18, New Orleans, Little Rock, Los An- trict agency under Manager R. B./ ning of the convention. The agents 
got together at a round table discus- geles, Pittsburgh, Indianapolis, Dallas | Oshier had largest production of acci-| gathered for a smoker and round table be 
sion for the first time Jan. 18-20 at and Cleveland. : dent and health. F. J. Pankey, Illinois, | discussion the second evening while the te 
Palm Beach, Fla. There were repre- The 43 men who qualified represented | was leader in personal production of | wives attended a dinner and theater a 
sentatives from all sections of the coun- a 38 percent increase — the number | combined life, accident and health as | party. ae 
try. Vice-president G. L. Williams of | Who wrote $500,000 in 1929. The Cin-| well as of life premiums alone, and F. Immediately following the convention 
the company presided at dinner Sun- cinnati agency under J. P. Devine in-| D, G. Walker, Illinois, led in personal | on Monday the home office school of 
day. A business session was held Mon- creased its business 40 percent last year, | production of accident and health. W. | training for life insurance salesmanship 
day morning with President J. R. Clark, and the W ichita, Kan., agency under | ¢, Hardgrove, Alma, Mich., is president | was opened. This school will be in ses- r 
Jr., speaking on “The Company,’ ” and | QO. J. Fisher, 86 percent. The Union | of the 1930 Inner Circle and Julius Cohn, | sion for 15 days and is part of the 1931 bs 
Roy Green of Cincinnati on “Syste-| Central showed a slight slump in paid} Gary, Ind., president of the 1930 Fed-| program which will include four such de 
matic Methods of Prospecting.” A gen- business last year, but 35 agencies made | eral Life Club. schools, one of which will be held in 
eral discussion followed. substantial gains. President I. M. Hamilton of thecom-| Los Angeles and the other three in a 
H. E. Davis of the New York agency pany conveyed greetings to the Federal | Kansas City. 
spoke Tuesday morning on “Raising : ’ ° Life Club in session Wednesday morn- ‘ 
the Prospect’s Vision as to Amount of Federal Life Clubs Meeting ing and Superintendent Baldwin of the Will Meet in Chicago u 
Insurance He Would Like to Carry.” D. of C. welcomed members. A feature a t! 
A large silver cup was presented the C.! Reception of Agents by President | of the day was reception of the club The General Agents Association of ii 
B. Knight agency, New York, for Hoover Is Highlight of Convention members and guests by President | the Northwestern Mutual Life will hold ~ 
qualifying the most men, 13, in a pre- tm Washinate Hoover. Vice-president L. D. Cava-|a three-day meeting at_the Edgewater I 
meeting contest with the home office - —— naugh spoke on “Insurance—the Sym-| Beach Hotel, Chicago, Feb. 2-4. C. L. $ 
agency. bol of Thrift” in the afternoon and there | McMillen, home office general agent, is 
The home office was represented at| The two agents’ organizations of the | were talks by general managers and | president of the association. Heretofore a 
the meeting by President Clark, Vice- | Federal Life of Chicago, the Federal ; agents. the meetings have been sectional, being 0 
president Williams, Charles Hommeyer, | Life Club and the Inner Circle, met in Vice-president George Barmore spoke | held at central points in each of the 
vice-president; W. H. Cox, secretary; | Washington, D. C., Jan, 21-23, the con- | on “The Agency,” Thursday, Vice-presi- | three zones of the company’s territory. 
Jerome Clark, superintendent of agen-| vention opening “Life Insurance Day.” | dent E. C. Budlong on “Look Ahead | This year, however, the entire associ- 
cies, and W. F. Hanselman, assistant |The Loop agency of Illinois, A. W. and Learn as You Earn,” and there! ation will meet in Chicago. ~> ’ 
ee ( 
i 
b 
a 
! t 
| € 
e c 
t 
WITH ‘ 
\ 
A GREAT HUMAN SERVICE INSTITUTION 
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DEDICATED TO THE BENEFIT OF MANKIND; ( 
: 
GENERAL AGENCY OPENINGS 
! A real organizer may build 
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to an annual income of j 1 
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Total Admitted Assets................ ....-$43,744,144.08 ; 
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| MORE THAN A LIFE INSURANCE ORGANIZATION — j ! 
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DETROIT MICHIGAN : 
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Jordan Is Now President 
of the Postal Companies 





w. R. MALONE HAS RESIGNED 





John Weaver, the Vice-President, Is the 
Active Official Now in 
Charge 





Arthur Jordan of Indianapolis, who 
has been elected president of the Postal 
Life and Postal National Life of New 
York, succeeding W. R. Malone, is 
a capitalist in his city. From 1898 to 
1916 he was president of the Meridian 
Life of Indianapolis, which was taken 
over by the Pan-American Life. He is 
the donor of the Arthur Jordan Memo- 
rial Hall at Butler University and 
founder of the Arthur Jordan Founda- 
tion and the Arthur Jordan Conserva- 
tory of Music. Mr. Jordan has loaned 
money for various insurance enterprises 
in later years. 


Weaver Is in Charge 


Attorney John Weaver, who has rep- 
resented Mr. Jordan in a number of 
companies, is now living in New York 
looking after both Postal companies. 

The Postal Life does business by 
mail. The Postal National is an agency 
company and was organized in June, 
1929. The Postal Life is licensed only 
in New York and gets all its business 
through direct and magazine advertis- 
The Postal National, it is under- 


ing. 
stood, will enter other states. It writes 
life, accident and health. It has a 


$150,000 capital. 

The Postal Life has $100,000 capital 
and over $700,000 net surplus. It has 
over $50,000,000 of insurance in force. 


Trustees are Elected 


Mr. Weaver was formerly connected 
with the Northern States Life and Pan- 
American Life in a legal way. S. R. 
Conklin, who is secretary of both com- 
panies, >. Lesan, chairman of the 
board of the Lesan Advertising Agency, 
and M. J. Denda, agency manager of 
the Postal National Life, have been 
elected as trustees. J. B. Wycoff was 
chosen as treasurer. Other hold-over 
trustees include Richard Billings, presi- 
dent Woodstock Railway Company, 
Woodstock, Vt., and executor of the 
Billings estate; H. T. Pulsifer, capital- 
ist and owner of the “Outlook”; J. Eads 
Switzer of the Fred French Company; 
G. H. Grone, of Philadelphia; M. S. 
Squires and a number of executive offi- 
cers of the Postal Life. 

The Postal Life has more than 20,000 
policyholders and assets of $22,000,000. 


Postal National Directors 


Practically the entire list of officers 
and directors were elected to the same 
respective positions in the Postal Na- 
tional Life, which employs and operates 
through agents, where the inquirer de- 
sires to deal with an agent instead of 
dealing direct by mail. This company 
got under way early in 1930 and has 
received applications for well above 
$6,000,000 of insurance with capital and 
surplus above $300,000. 

Mr. Malone originated the idea of 
writing life insurance direct by mail. He 
founded the Postal Life to carry out 
the idea and has been president of the 
company for 25 years. After a quarter 
of a century of service he retired from 
SE enneative connection with the Postal 

ife. 

The Postal National's expansion pro- 
gtam will include the opening of an 
office in Chicago to cover the Illinois 
territory in the near future. Otherwise 
its development will be principally in 
the field in and around New York. It 
has already gone into New Jersey. 


C. E. Baldwin Advanced 


The State Mutual Life has appointed 
C. E. Baldwin, Jr., for the last few years 





associated with the treasurer’s depart- 
ment, assistant to the treasurer. Mr. 
Baldwin was graduated from Harvard 
in 1926 and from the school of business 
administration there in 1928, going with 
the State Mutual immediately there- 
after. 


Wisconsin Life Convention 


Agents of the Wisconsin Life, Madi- 
son, Wis., will meet in annual conven- 
tion Feb. 12-13. N. J. Frey, president, 
has announced an interesting program 
with Paul Cook, Mutual Benefit Life at 
Chicago, and Herman Zischke, manager 
Union Central Life at Chicago, as 
speakers. G. P. Hambrecht, state direc- 


tor of vocational education in Wisconsin | 


and an authority on Lincoln, will also 
be a speaker. 





Equitable Coast Gathering 


Vice-presidents W. J. Graham, A. G. 
Borden and W. W. Klingman of the 
Equitable Life of New York were the 
principal speakers at a conference of 
agency managers and assistant man- 
agers of the Pacific Coast states at San 
Francisco Tuesday and Wednesday. 
William Glines, superintendent of agen- 
cies of the western department, was 
chairman of the conference. 


Dubar Elected President by 
Canadian Life Underwriters 





ROBERT MacINNES RETIRES 





G. H. Dawson of Hamilton to Be First 
Vice-President—New Provincial 
Officers Chosen 





TORONTO, Jan. 21—P. H. Dubar, 
of the Imperial Life, Quebec, was 
elected president of the Life Underwrit- 
ers Association of Canada at its annual 
meeting last week there. He succeeds 
Robert MacInnes, Dominion Life, Sas- 
katoon, who becomes 
dent. G. H. Dawson, Mutual Life of 
Canada, Hamilton, was chosen first vice- 
president. 

The provincial vice-presidents for-1931 
|}are as follows: British Columbia— 
| Lorne Ross, Great West Life, Victoria; 
Alberta—J. C. Bass, Dominion Life, 
Lethbridge; Saskatchewan—C. F. Dun- 
fee, Great West Life, Regina; Manitoba 
—I, M. Ritchie, Mutual Life of Canada, 
| Winnipeg; Ontario—Karl C. Fraser, 
Canada Life, Sudbury; Quebec—A. J. 


} R. Parkes, Sun Life of Canada, Mon- 





honorary presi- | 


treal; New Brunswick—O. J. A. Barter, 
National Life, St. John; Nova Scotia— 
H. G. Raymond, Canada Life, Halifax; 
Prince Edward Island—C. M. Williams, 
Maritime Life, Charlottetown. 


Vinen Heads Board 


Other officials elected were: Chairman 
of the board, S. C. Vinen, Canada Life, 
Toronto; honorary secretary, W. C. 
Laird, London Life, Toronto; honorary 
treasurer, A. D. Anderson, Aetna Life, 
Toronto; chairman, active board of the 
Institute of Chartered Life Underwrit- 
ers, H. W. Gundy, Sun Life of Canada, 
Toronto. 

New directors are: P. A. Wintemute, 
Manufacturers Life, Hamilton; Homer 
Hale, Canada Life, Hamilton; C. D. 
Carr, London Life, Kingston; G. S. Mc- 
Conkey, Imperial Life, Barrie; A. L. 
Wright, Sun Life, Toronto; E. Newton 
Jory, Great West Life, Toronto. 

Six past presidents, Robert MacInnes, 
J. J. McSweeny, E. S. Miller, W. Lyle 
Reid, P. A. Wintemute and J. B. Hall, 
were present. 

The “Totem Pole’ trophy, for the 
best record over a six-year period, was 
won by the Guelph, Ont., association. 
The St. John, N. B., association won 
the McConkey cup, and the Hamilton 
association was awarded the John R. 
Reid cup. 
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ASSETS 


U. S. Government 

Bonds 
State and Province Bonds...... 
Dominion of 





and Municipal 


Canada Government 


$ 18,803,062 Insurance Reserves 
8,803,062.36 . 

ee ’ aaa Gail Annuity Reserves 

hee 2,568,266.54 = 


Reserves on 


a a a 1,077,972.00 ORNS ccccccscedeuandansaseanaes 2,705,090.00 
wed Foreign Government Bonds.. 1,699,001.96 Policy Claims Reported, Proofs not 
at to toeeeeeeceoeens a ae TS SE eka a eae 260,934.21 
y BD senescesasecotees 22,827.5 : rach a — 
PR ns tin Policy Claims Estimated to Exist 
Total Bonds (Amortized Value)...$ 35,242,186.62 but not Reported........scessess 160,000.00 
p — es Ou Endowments and Annuities due and 
| ublic tility allroad an ther T : 
+4 oa) =—li a mamcncnn jj. WERDER coccceswossesecccoosces 61,322.68 
Preferred Stocks (Market Value). _1,947,145.00 a. remeg~ oe . 
Mortgages, First Liens............. 62,034,291.97 Premiums Paid in Advance........ 8,941.12 
SOD Oe RE a eee 26,405,291.51 Contingent and Other Liabilities... 167,988.08 
Real Estate, including Home Office. 4,455,397.92 Surrender Values Unclaimed....... 2,915.74 
Collateral ROOMS asdcc feet eeeeeeees 50,000.00 Taxes Accrued but not Due........ 531,317.65 
Agents’ Balances (net)..... beawenas 6,812.55 Dividends U ‘4 D dA d 342,970.44 
Cash in Banks and Office.......... 1,667,942.85 ISSS Vago, us G86 ow — 
<astetemnebagaaiani Dividends Held and Accrued Inter- 
Ledger Assets .......++se+000: $131,809,068.42 0h GHRIEEE, accccccanacuscucnstee 1,425,703.10 
Interest and Rents Due............ 377,719.00 Dividends Assigned for 1931 Dis- 
Interest and Rents Accrued........ 2,711,288.96 buti 4.758.946.64 
| Deferred and Uncollected Premiums CFIDUTION «+ cercerccccscccescoces —— 
WED cece endcnccndneaganustennas 3,444,803.02 SURPLUS (At amortized basis). 8,140,117.93 
Due from Other Companies (Re- ‘ ' 
ENSUTEMCE) nc csccccccccccccescece 6,880.00 


TOTAL ASSETS (less $7,383.87.. .$138,342,375.53 


Supplementary 


LIABILITIES 


WETTTITITT tii $110,580,497.94 
9,195,630.00 


Con- 








New insurance 


FRED A. HOWLAND, President 
WILLIAM W. STICKNEY, Lawyer 


CHARLES P. SMITH, Pres. Burlington 
Savings Bank 


Agent 





CHARLES W. GAMMONS, Massachusetts 


non-admitted) Be wcicacnsesieeacesesubankaceads $138,342,375.53 
(Surplus at Market Value of Bonds, $8,585,024.31) 
THE RECORD OF 1930 
Paid continuing members in dividends, annuity and fiduciary payments ...........eeeeeee. $ 5,906,948.13 


Paid beneficiaries because of the death or disability of 1435 members...........-.eeeeeeees 
Paid retiring members whose insurance was matured or retired 


TOTAL PAYMENTS TO POLICYHOLDERS OR THEIR BENEFICIARIES in 1930.$16,402,631.71 
eeeces $ 76,156,617 


written and paid for in 1930 


Total insurance in force, December 31, 1930 ........... 


DIRECTORS 


JOHN M. THOMAS, Vice-President 
FRANK C. PARTRIDGE, Pres. Vermont 


Marble Co. 

HENRY RUSSELL PLATT, Lawyer, 
Chicago 

ARTHUR B, BISBEE, M. D., Medical 
Jirector 


OSMAN D. CLARK, Secretary 
ELBERT S. BRIGHAM, Chairman Finance 


EDWIN B. HAMLIN, Ohio and Indiana 


E. S. FRENCH, Pres. Boston & Maine R. R. 


5,883,859.19 
4,611,824.39 


eee eee eee eens seer 


616,888,319 


Committee 


Agent 
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C he 
Present 


Some one has said, “There is 
no moment like the present. 
The man who will not execute 
his resolutions when they are 
fresh upon him can have no 
hope from them afterwards; 
they will be dissipated, lost, 
and perish in the hurry of 
the world, or sunk in the 
slough of indolence.” 


The present opportunity of- 
fered you by the Inter-South- 
ern Life Insurance Company 
is great. In the past four 
years, the Company’s oper- 
ations have been extended 
from eleven states to twenty- 
three states, its assets have 
increased 42%, its net premi- 
um income has gained 50% 
and the total of its insurance 
in force, 49%. 


Still the Inter-Southern has 
not lost any degree of indivi- 
dual contact with its agents. 
The home office is daily in 
elbow-to-elbow touch with its 
men in the field. 


Grasp the Inter-Southern’s 
great present opportunity. 
Make it your foothold on the 
future. The sooner you do 
so, the sooner, and, in all 
probability, the greater the 
reward. 

















INSURANCE CO. 
LOUISVILLE, KENTUCKY. 
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CAREY G. ARNETT, President 
Home Office, Louisville, Ky. 
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Home Office People at 
New York Life Conference 





SEVERAL ADDRESSES GIVEN 





Concensus of Opinion Was That 1931 
Will See an Improvement in 
Business Conditions 





Approximately 200 agency directors, 
supervisors, inspectors of agencies and 
home office officials attended the five- 
day agency directors’ conference of the 
New York Life held in St. Petersburg, 
Fla. It was a highly interesting meet- 
ing which developed a surprising amount 
of optimism as to production possibili- 
ties this year. Ten departments were 
represented. Vice-President Walker 
Buckner presided. 

Vice-President T. A. Buckner ad- 
dressed the meeting, expressing the opin- 
ion that the first two or three months 
would be slow but business then would 
open and he expects the last half of the 
year to show a splendid production. 
Alvin Johnson, chairman of the board, 
3aldwin Locomotive Works and direc- 
tor of the New York Life, stated that 
general business had been dragging on 
the bottom for some time and that any 
move at all would be for the better. 
W Pierson, third vice-president, 
gave an outline of the year’s work and 
Arthur Hunter, second vice-president 
and actuary, also spoke. 

Situation in Russia 


A. L. Aiken, second vice-president, 
told of operations of the home office, 
commenting on the amazingly small 
operating cost. Walker Buckner gave a 
brief resume of the status of the New 
York Life’s business in Soviet Russia. 
He stated a representative of the Soviet 
is on the way to the United States to at- 
tempt some compromise and it is ex- 
pected that some of this business will 
be thrown out and an equitable adjust- 
ment made of the remainder. There is 
no information as yet whether the Soviet 
intends to return funds of Russian pol- 
icyholders which were seized in the 
revolution. 

Talks by Junior Officers 


There were a number of talks by 
junior officers on agency matters and 
two evening round table meetings were 
held, one presided over by G. M. Love- 
lace, third vice-president, devoted to the 
subject of training men, and the other 
presided over by F. L. Morton of the 
home office agency service bureau. R. E. 
Whitney, inspector of agencies central 
department, Chicago, told briefly of the 
methods of instruction used in his de- 
partment. Clark Bell, supervisor, Los 
Angeles, and O. P. Carter, supervisor, 
Des Moines, Ia., also talked on training 
men. At the second meeting Charles 
O’Connell of the home office service 
bureau talked on methods of meeting 
competition. 


Veteran Michigan Manager 
Honored on His Retirement 








William Van Sickle, Michigan man- 
ager for the Home Life of New York 
for 32 years, who is retiring after 44 
years with the company, was tendered 
a testimonial banquet by officers of the 
company in Detroit. More than 100, 
including home office executives, man- 
agers from other territories, prominent 
Masons and the Michigan agency force, 
attended. 

E. I. Low, chairman of the board of 
the Home Life, acted as toastmaster, 
introducing in turn H. W. Manning, 
superintendent of agencies; F. B. Ste- 
vens, Detroit; W. A. R. Bruehl, Sr., 
general agent in Cincinnati; L. C. Sher- 
wood, Detroit; Dr. C. F. Whitney, med- 
ical director; C. N. Weber, general 
agent in Buffalo, and H. C. Wiesinger, 
who has been associated with Mr. Van 





Arkansas Solons May Eye 
Operations of A. B. Banks 


RESOLUTION CALLS FOR QUIZ 





Host of Bank and Insurance Company 
Crack-ups Reverberate in Gen- 
eral Assembly 





A resolution calling for the creation 
of a joint senate and house committee 
to investigate causes for the dilemma of 
Arkansas banking and insurance insti- 
tutions has been introduced in the lower 
house of the Arkansas assembly. If the 
resolution is adopted, a committee con- 
sisting of three from the house and two 
from the senate will be appointed with 
power to summon witnesses, in order 
to discover “the contributing causes of 
the present dilemma and make special 
inquiry and investigation of the various 
activities of the American Exchange 
Bank, the Home Life and the Home 
Fire.” 

The committee would be directed to 
report back to the house and senate 
each week all its findings so that the 
members might be “guided in some ef- 
fort to enact suitable statutes to safe- 
guard the public future welfare and 
respect the banking activities.’ 


Preamble of Resolution 


The preamble of the resolution de- 
clares that evidence “points strongly to 
the conclusion that certain promoters 
and chain banking and insurance con- 
cerns in Arkansas have recklessly pre- 
sumed upon the rights of the public to 
the extent that extreme suffering has 
been added to what already was dis- 
comfort, and that certain directors of 
certain institutions have knowingly con- 
tributed to the disastrous closing of 
banks by withdrawing funds, or other- 
wise enhancing their own personal in- 
terests without due regard to the rights 
of depositors.” 

Another measure before the Arkansas 
legislature, which apparently is prompted 
by the difficulties of the Home of 
Arkansas companies, is a bill to prevent 
domestic legal reserve life companies 
from investing in or loaning upon any 
shares of stock of any corporation any 
of its funds which are necessary to 
maintain its legal reserve. The schedule 
filed by the receiver for the Home Fire 
and Home Accident companies showed 
how extensively those companies had 
invested in stocks of Arkansas banks, 
many of which collapsed after the failure 
of A. B. Banks. 

In the petition for a receiver for the 
Home Life it was revealed that this 
company was a heavy investor in bank 
stocks. Also the Home Life claims 
ownership of 538,000 shares of Inter- 
Southern Life stock, although its claim 
to those shares is being contested. 

The bill also proposes that foreign 
companies may not be admitted which 
do not follow the investment procedure 
proposed for domestic companies. For- 
eign companies, which are already ad- 
mitted, under the bill, would not be 
permitted to make further investments 
in stock or make any loans upon stock 
under penalty of revocation of license. 








Sickle for 29 years. Mr. Low presented 
a loving cup to the veteran manager 
on behalf of the company, and Mr. Wie- 
singer a fine watch for the agency force. 

Mr. Van Sickle became manager in 
1898, 11 years after he joined the De- 
troit agency as an office boy, and in 
five months placed the agency second 
on the list in volume, the following year 
making first place. He led all of the 
company’s agencies for 11 consecutive 
years, from 1915 to 1925, inclusive. 
With his retirement the Michigan 
agency will be placed on a branch office 
basis. Mr. Van Sickle will continue his 
personal production with the branch and 
will remain a director of the company. 
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COMPANY NEWS 








A. I. U. Is Licensed in Ohio 





New Legal Reserve Company Starts 
Business — Fraternal Will Be 
Continued 





The American Insurance Union, 
Ohio’s newest legal reserve life com- 
pany, this week filed with Superintend- 
ent C. S. Younger $100,000 in Liberty 
bonds and was licensed in that state. 
The company has a contributed sur- 
plus of $50,000. The company will enter 
the old line field at once, offering all 
of the principal forms of life, endow- 
ment and disability insurance. About 
90 percent of the stock is held by mem- 
bers of the old fraternal of the same 
name, the remainder being in the hands 
of friends of the members. The stock 
has been more than $6,000 oversub- 
scribed, although it was not offered to 
the public and no commission was paid. 

Officers of the new company are J. J. 
Lentz, president; Mary E. Colborn, sec- 
retary; Marie W. Vandegrift and J. A. 
Maddox, vice-presidents; J. D. Karns, 
counsel; Dr. G. W. Hoaglan, medical 
director; Paul Bernard, treasurer, and 
Elizabeth R. Walling, junior director. 
The fraternal will continue to operate, 
offering the same policies and rates as 
the new legal reserve company, which 
will operate as a separate company. 





Steffens Organizing Great Union 


E. C. Steffens, formerly president of 
the State Life of Chicago, is now or- 
ganizing the Great Union of that city, 
a legal reserve company with $100,000 
capital and $100,000 surplus, which he 
expects to have going at the end of the 
year. He is distributing the stock 
throughout the various counties of the 
state. Mr. Steffens was recently given 
as secretary of the Marquette Life of 
Chicago. He only acted for a short time 
in an advisory capacity in that company 
and has not been connected with it for 
some time. Mr. Steffens makes his 
headquarters in the Insurance Ex- 
change, Chicago. 


Has Three Million Surplus 


In the 1930-31 Georgia Underwriters 
Hand-Book, the surplus of the Colum- 
bian National Life, is shown as $110,- 
000. This is incorrect and should be 
$3,520,461. The amount of $110,000 is 
one set aside for dividends to policy- 
holders and contingencies and is in ex- 
cess of the real surplus to policyhold- 
ers. 








Ohio State Life Elects 


COLUMBUS, O., Jan. 22.—Frank A. 
Knapp of Bellevue was elected second 
vice-president of the Ohio State Life at 
its annual meeting here Tuesday. D. F. 
Shafer, manager of the Mansfield 
agency, and the oldest member of the 
field force in point of service, was 
elected a director. A very satisfactory 
financial report was submitted. 





J. A. Campbell, agency supervisor of 
the New York Life in Chicago, came 
near to collapse at the company meet- 
ing of agency directors held in St. 
Petersburg, Fla. As a result on his re- 
turn to Chicago he was ordered by his 
physician to take a few days rest. His 
experience was almost duplicated by 
that of several other directors who made 
the trip with him. Their train to the 
south had many breakdowns, in one 
night alone three car couplings being 
broken, necessitating long waits and 
transferring from one car to another. 
Nearly all the directors in this contin- 
gent were exhausted when they arrived 
at St. Petersburg and the arduous busi- 
ness program there for five days proved 
too much for some of the men. 











AS SEEN FROM NEW YORK | 











THELLUSSON FIRST DEPUTY 


H. A. Thellusson, attorney of New 
York City, has been appointed first dep- 
uty superintendent of the New York 
department by Superintendent Behan. 
Mr. Thellusson holds a broker’s license 
but by far the larger part of his time 
is devoted to his law practice in which 
he has been engaged since 1912. He is 
a native of New York City and a grad- 
uate of Francis Xavier college and 
Fordham law school. Mr. Thellusson’s 
official duties will divide his time be- 
tween the New York and Albany offices 


of the department, although the greater | 


part of his work will be in New York. 
2 8 
Ww. J. GRAHAW’S TALK 

The influence of life insurance in 
lessening the effects of the depression 
was pointed out by W. J. Graham, vice- 
president Equitable Life of New York 
in his radio talk on life insurance day of 
thrift week. He cited figures to show 
that the $18,500,000,000 of new insurance 
bought in 1930 is more than the total 
amount of insurance in force as recently 


000, the greatest sum ever disbursed in 
the history of life insurance, was dis- 


tributed among policyholders and bene- | 


| ficiaries, more than one-half going to 
the latter group as matured endow- 
| ments, annuities, disability benefits divi- 
dends and cash surrender values. Group 
insurance has risen to a point where the 
|amount in force now exceeds the total 
|of ordinary old line life insurance in 
force in the United States in 1911, the 
year the group plan was launched, Mr. 
Graham said. 


. 6 
LIFE MANAGERS’ ASSOCIATION 


The Life Managers’ Association of 
| Greater New York will hold its annual 
meeting Jan. 29 at the Yale Club. It 
will be followed by a dinner and general 
gettogether. The guest speaker will be 
F. L. Jones, vice-president Equitable 
Life of New York. 

. 
TENISON WITH MARSH & McLENNAN 


Smith Tension, Jr., of Nashville, has | 


been appointed manager of the life de- 
partment of Marsh & McClennan, 


as 1911 and that during 1930, $2,220,000,- | prominent insurance brokers in New 








York City. He was previously assistant 
manager of the J. A. McNulty office of 
the Prudential in this city. Before that 
he was manager of the eastern Tennes- 
see territory of the Prudential, with 
headquarters at Knoxville. He is a 
graduate of the University of the South 
at Sewanee, Tenn., and on his gradua- 
tion entered the insurance business in 
the Prudential’s Nashville office. 


Report on 1930 Business 


New business written last year was 
aobut $1,100,000,000 above the average 
for 1925-1930, it is reported by the New 








| York City Life Underwriters Associa- 


tion, in connection with Life Insurance 
Day of National Thrift Week. The as- 
sociation estimates that total of busi- 
ness for all companies in 1930 was 
about $22,000,000,000. 


Death of Dr. Dwight 


BOSTON, Jan. 22.—The funeral of 
Medical Director Edwin W. Dwight of 
the New England Life, who died Wed- 
nesday, will be held in Trinity church 
tomorrow. Dr. Dwight was eminent in 
his calling. 


President R. D. Lay of the National 
Life, U. S. A. has been elected a di- 
rector of the Terminal National Bank 


| of Chicago. 

















THE FIRST FIFTY 
YEARS ARE THE HARDEST 


At the beginning of 1930 we set as our 
FIFTIETH ANNIVERSARY OBJECTIVE 


$60,000,000 Examined | Business 
$50,000,000 Paid-for Business 


Needless to say our objective was reached which 
means that in 1930 The MINNESOTA MUTUAL 
produced 120° as much business as in 1929. 


We have ended the year with $208,000,000 insur- 
ance in force which will in all probability make this 
Company one of the leaders in per cent of growth for 
the year. 


We anticipate increases in 1931 unprecedented in 
the history of the Company. 


Our Sales Plans are working better than ever. 
May we tell you about them NOW?P 


The Minnesota Mutual Life Insurance Company 
St. Paul, Minnesota 
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More Light 


ae long-established commercial 
rating agencies have furnished financial 
information for years. Banks and insur- 
ance companies are audited regularly. 
The Audit Bureau of Circulations per- 
forms a similar function for advertisers 
by collecting and verifying circulation 
information. 


The facts embodied in our A. B.C. report 
are those which you, Mr. Advertiser, 
want to know—facts that you must know 
to buy space intelligently. 


You cannot afford the time or expense 
necessary to make your own investiga- 
tion. Nor can you afford to accept a 
Post Office statement or other unverified 
statements of the publishers. 


Therefore, the uniform, easily-accessible 
A. B. C. form, packed with complete and 
dependable data, is a ready solution to 
the problem how to locate the most de- 
sirable advertising mediums with the 
minimum of effort and expense and with 
the utmost assurance of receiving 100% 
value for every dollar invested. 


The National Underwriter is a member 
of the A. B. C. 


, ome * 


C. M. CarTwRIGHT 


E. J. WoHLGEMUTH 
Managing Editor 


President 





The leading weekly insurance newspaper 














Parkinson Gives 
Prophetic Talk 


(CONTINUED FROM PAGE 3) 


try between 1920 and 1930, but that the 
lowering birth rate and decreased immi- 
gration indicate very important changes 
in the economic makeup of the future. 
He said if the trend continues it will 
not be long before births will be less 
than deaths and decreased immigration 
will leave the population static. 

Mr. Parkinson said the new census 
figures, it is estimated, will show ap- 
proximately one-fifth of our population 
over 50 years of age, and that by 1940 
or 1945 this figure will be about one- 
fourth. By the latter date he said it 
is entirely likely that a very large part 
of the voting population will be over 
35 years. 

He sees in these indications a grow- 
ing shift of emphasis to pensions and 
annuities, as opposed to the fact that 
in the past life insurance has been sold 
very largely as a matter of protection, 
particularly at younger ages when re- 
sponsibilities are large and_ estates 
small, 

Cites Problems of Future 


This situation, he says, undoubtedly 
will bring increasing old age pensions 
and unemployment problems. A _ nat- 
ural result will be less respect for pri- 
vate property and a great demand that 
the state provide for its unfortunates. 

Mr. Parkinson demonstrated his very 
fine grasp of American economics in re- 
viewing the situation which faces agri- 
culture and transportation. He noted 
the constant “trek” of farmers west- 
ward as the eastern lands became less 
fertile, and he suggested that it would 
be far better to turn the borderland 
farms back into range or to use them 
for reforestation, than for the govern- 
ment to encourage loans to revitalize 
these lands, thus inducing many farm- 
ers to try to make a living in competi- 
tion with other farmers on more pro- 
ductive land. 

In regard to transportation Mr. Par- 
kinson said a very serious situation 
affects railways, which he considers an 
essential means of transportation. He 
says, buses, airplanes and trucks have 
been taking the cream of the business 
practically without regulation, and thus 
this country is permitting a useful but 
not an essential agency to raise great 
difficulties for railways without which 
he says we cannot live in this country. 
He pointed to these two factors as vi- 
tally affecting the character of two im- 
portant types of life insurance company 
investments. 


Problems Call for Leadership 


“There is a balance somewhere,” Mr. 
Parkinson said. “We do not vant to 
suppress the initiative of the individual, 
but we do want to protect an essential 
industry. 

“These are problems calling for 
leadership, not of government but of 
private business. They will not be 
solved until the executives of business 
organizations realize that they are not 
proprietors but only representatives of 
those who are the proprietors, the peo- 
ple, and get in mind the ultimate pub- 
lic good.” 

He counseled against too much talk 
and not enough work. “Talk at this 
particular time is not safe,” he said. “We 
were too optimistic. We need not nor 
should we, wait for the return of that 
hilarious prosperity of the last few years. 
It should not come back. It was 
founded on a false basis. 

“However, there is prosperity ahead, 
and we may confidently expect it, based 
on the sound future of this country and 
the work of its people, and this cannot 
be brought back by talk alone.” 

He said the many inventions brought 
forth by the world war and the striking 
economic readjustments which have 
taken place since, came in a period of 
about ten years, whereas ordinarily they 
would have required 35 or 40 years. The 





\farmers who moved westward con- 





Security Life in 
Stock Purchase 


(CONTINUED FROM PAGE 3) 


funds for the purchase of the Inter- 
Southern Life stock amounting to over 
$2,000,000." 

It would thus appear that the money 
used in the purchase of the Inter- 
Southern Life came from the Security 
Life. The New York Hamburg Cor- 
poration of New York which is closely 
allied with Hallgarten & Co. and the 
J. Henry Schroeder Banking Corpora- 
tion of New York purchased a majority 
interest in the Security Life in May, 
1929. Then the Keystone Underwriting 
Company headed by M. J. Dorsey pur 
chased the New York Hamburg Cor 
poration interest. Seemingly Hallgarten 
& Co. are more or less allied with the 
Security Life ownership. 


No Decision as to Examination 


The commissioners were. asked 
whether an examination would be made 
of the Security. The committee on ex- 
aminations of the National Convention 
of Insurance Commissioners is headed 
by Commissioner Caldwell. He stated 
that he did not know whether there 
will be a convention examination or not, 
or if so, what departments will be in- 
vited to participate. He said that the 
action would be guided more or less by 
the Virginia department which is re- 
garded as the home department of the 
Security. 

In the meantime the examination of 
the Inter-Southern Life is continuing. 
No report will be issued for probably a 
month or more. This situation is some- 
what complicated by the application for 
a receiver for the Home Life of Little 
Rock. 

In the report of F. M. Speakman, 
consulting actuary of the Arkansas de- 
partment, which accompanied a petition 
for appointment of a receiver for the 
Home Life, it was stated that the Se- 
curity Life had advanced $50,000 to the 
Inter-Southern, taking as_ collateral, 
stock in the Southeastern Life. This 
item of $50,000 was, in turn, turned over 
to the Home Life for use in the pay- 
ment of death claims. The Home Life 
entered an agreement with the Inter- 
Southern, pledging a certain portion of 
its future premium income and mortality 
savings to liquidate the loan. 


NO TENNESSEE RULING 
NASHVILLE, Jan. 22.—“The Tenne- 


see commissioner made no ruling con- 
cerning disposition of assets of the 
Inter-Southern Life and will not until 
the Kentucky commissioner has com- 
pleted and filed the examination report,” 
Commissioner Caldwell of Tennessee 
said this week. He added that any sort 
of ruling would have to follow a full 
hearing of all parties concerned. This 
statement was given after Commissioner 
Caldwell had been informed of reports 
that the Tennessee commissioner had 
ruled the Inter-Southern must dispose of 
its stock in the Missouri State Life. 
Mr. Caldwell said that the commission- 
ers of Tennessee, Oklahoma and Indiana 
had been invited and had joined in an 
examination of the Inter-Southern’s 
affairs. This examination will not be 
completed by the Kentucky commis- 
sioner until after the first of February. 

“In that state,” Mr. Caldwell said, “a 
company can hold stock in another life 
company.” 

The difference in rulings of Tennessee 
and Kentucky possibly led to the rumor 
of the sale order. There will be no an- 
nouncement of policy or a ruling until 
after the examination and the hearing 
by the Tennessee commissioner, Mr. 
Caldwell said. 








stantly in search of richer farms, he 
said, were nothing more nor less than 
“fugitives from debt and insolvency.” 
The period 1920-30 he said is probably 
the last decade which will show any 
such increase in population as it did. 
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Gains Are Shown 
by 35 Agencies 


(CONTINUED FROM PAGE 5) 


87 percent over 1929 and almost reached 
the $4,000,000 class. 

The Philadelphia agency under Man- 
ager A. R. Allen also showed a re- 
markable gain in 1930. Business was 
increased more than 100 percent over 
1929 and Mr. Allen’s organization estab- 
lished an all-time high for one year's 
paid-for business from that agency. 

Gains in Other Agencies 


Other agencies which made big gains 
in 1930 over 1929 are: Boston under J. 
M. Woodhouse; Grand Rapids, Michi- 
gan, under W. T. Feeley; Indianapolis 
under R. S. King; Sioux City under C. 
M. Sullivan; Polo, Ill, under M. E. 
Schryver; Baltimore under J. J. Hoo- 
per, Lincoln, Neb., under A. R. Edmis- 
ton, and New Haven under F. J. Dunn. 


$500,000 Club Meeting 


Almost 60 producers, general agents 
and home office executives gathered at 
Palm Beach, Fla., for the first meet- 
ing of the $500,000 club, announced at 
the general convention in September, 
1930. 

Forty-three agents all qualified in 
1930. It was an increase of 38 percent 
over the number of men who produced 
at fhe rate of $500,000 in 1929. 

The opening function was a dinner. 
G. L. Williams, vice-president, presided 
at the induction ceremonies and dis- 
tributed the club awards and emblems. 

A giant silver cup is the club’s most 
important trophy. The agency with the 
largest number of members each year 
wins the right to keep possession of the 
cup for the ensuing year. This honor 
went to the C. B. Knight agency of 
New York City. The New York 
agency and the home office agency 
under managership of J. P. Devine were 
neck and neck in the race. Final fig- 
ures gave the Knight agency 13 mem- 
bers and the Devine agency nine. 

Business Session Program 


At the opening business session A. 
J. Lehman, of Cincinnati, chairman of 
the club executive committee, presided. 
J. R. Clark, Jr., president gave a talk 
on the company. He was tollowed by 
Roy Green, millionaire producer of the 
home office agency on “Systematic 
Methods of Uncovering Good Prospects 
Under Present Business Conditions.” 

At the second business session H. E. 
Davis, of the Knight agency, talked on 
“How to Raise the Prospect’s Sights 
Regarding the Amount of Insurance He 
Wants to Carry.” 

Home office executives present were: 
President Clark, Vice-president Wil- 
liams, Vice-president Charles Hom- 
meyer, Secretary W. H. Cox, Medical 
Director William Muhlberg, Superin- 
tendent of Agencies Jerome Clark, and 
Assistant Superintendent of Agencies 
W. F. Hanselman. 


Ask Receiver for 
Home, Arkansas 


(CONTINUED FROM PAGE 4) 


was secured from the Security Life of 
Chicago. The Inter-Southern posted 
stock of the Southeastern Life as col- 
lateral for this loan from the Security. 
The Home Life entered an agreement 
pledging a certain portion of its future 
Premium income and mortality savings 
to liquidate this $50,000 loan from the 
Inter-Southern. Mr. Speakman says the 
Inter-Southern has agreed to advance 
an additional $250,000 to be repaid on 
similar terms. . 

Mr. Speakman declares that the 
amount of cash surrender and loan val- 
ues for which application has been re- 
ceived, and the amount of assessment 
on the stock of the American Exchange 
Bank aggregates considerably more than 
tlie balance of the advances agreed to 
be made by the Inter-Southern. “It will 





be noticed,” Mr. Speakman declares, 
that any advances that may be made by 
the Inter-Southern constitute a mort- 
gage on the future income receivable 
trom Home Life policyholders.” 

Mr. Speakman further points out that 
the 538,000 shares of the Inter-Southern 
stock, which have presumably been as- 
signed to the Home Life by A. B. Banks 
and his associates, and which were to 
have been purchased by the Keystone 
Holding Company have not been pur- 
chased by the Keystone because the title 
is doubtful. 

Gross Assets Shown 


Gross assets of $4,033,513 were shown 
by the books of the Home Life as of 
Oct. 31, when the actuary examined 
them Nov. 26. Stocks given a book 
value of $437,099 were said to include 
bank holdings in the American Ex- 
change Trust Company, First State 
Bank of Stuttgart, First National Bank 
of Stuttgart, First State Bank of Mor- 
rilton. Notations on the actuary’s report 
show that these banks were closed. 

Of the gross assets, $1,817,825 were 
not admitted by the actuaries, leaving 
a total of $2,215,687 admitted assets. 
Among the non-admitted items is $195,- 
000 bonds labeled “missing securities,” 
which, it was explained, had been fur- 
nished by the Home Life in October, 
under an inter-company agreement with 
the Home Fire and Home Accident, to 
obtain cash with which to aid the Mer- 
chants & Planters Bank & Trust Co. 
of Pine Bluff when a run on it was 
made. Home Life officials are quoted as 
stating that the Home Life was amply 
secured against loss in the transaction 
by securities posted by the bank at Pine 
Bluff as well as by theretofore un- 
pledged assets of the Home Fire and 
Home Accident. 

A total of $297,908 cash was on hand, 
but the actuary reported that $256,661 
was in closed banks and thus was not 
admitted as an asset. Other large items 
among the non-admitted assets were 
$204,102 in lumber company bonds, said 
to be in default as to principal and in- 
terest after it had been discovered that 
Mr. Banks personally had been meeting 
the payments on the bonds of the com- 
pany. 

sonds of the Home Realty Corpora- 
tion in the sum of $335,000 were re- 
ported to be in default and were not 
admitted as assets. 





Careful Planning Is 
Needed for This Year 





P. M. Fraser, vice-president Connecti- 
cut Mutual, in a message to the field 
force suggests that each agent lay out 
a definite program for himself. Mr. 
Fraser says in part: “For your sake, and 
for the sake of your family, we hope 
that you will make a careful analysis of 
your plans for the year and that you 
will impose upon yourself a quota. You 
are the best boss of your time. You 
know what it is worth. You know how 
much of it in dollars and cents you 
have thrown away. We believe that a 
definitely laid out program pays. Other 
highly trained sales organizations use 
it successfully.” 

Mr. Fraser feels that working in such 
a systematic manner should be espe- 
cially valuable under present conditions, 
for he asks, “Are you prepared to give 
it a trial at this time when the life in- 
surance business stands higher in pub- 
lic opinion than it ever has, or are you 
going to be satisfied to carry on in the 
hit-or-miss fashion into which many of 
us have drifted?’”” In conclusion Mr. 
Fraser states: “I believe business will 
be good during 1931 for the man who 
knows his business, and I hope and 
believe that the rewards will be great 
for every life insurance man who is 
willing to pay the price.” 


Everett Molony, who was formerly 
cashier of the Pan-American Life at 
San Antonio and Los Angeles, is trans- 
ferred to Chicago as cashier. 








An Evidence of Public Confidence 


New Insurance Issued 
1920 $52,268,849. 
1925 $64,672,656. 


1930 $82,057,914. 


Insurance in Force 
1920 emmmes $1758,710,411. 




















1925 $318,342,930. 
1930 $529,984,752. 
Assets 
1920 coe $33,220,910. 
1925 $59,839,954. 





1930 $109,027,467. 


Total Income 


1920 ——: $8,639,229. 
1925 $16,581,898. 


1930 $27,366,034. 


Dividends to Policyholders 
1920 mmm $408,598. 
ae cc arm $1,198,798. 


1930 $3,003,170. 
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Are you making PROGRESS? If not, are you wil- 
ling to spend TWO CENTS to learn WHY National 
Casualty salesmen forge ahead continually? 
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connection with this company will be the TURNING 
POINT IN YOUR LIFE. 
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Holding Companies and Life Insurance 


THE failure of Catpwett & Co. empha- 
sizes the danger that is inherent in the 
holding company as applied to insurance 
companies but particularly to life com- 
panies, because of the large amount of 
reserve funds. 

It is very proper that the insurance 
commissioners have appointed a strong 
committee to look into the whole ques- 
tion of holding companies as applied to 
insurance company stocks. The point is 
made that insurance commissioners have 
no control over holding companies or 
stockholders but it is not unlikely that 
Chairman Livincston of Michigan and 
his associates on the committee will find 
a way to regulate holding companies 
and investment trusts so far as it may 
be necessary to protect the integrity of 
the insurance business. 

While holding companies and stock- 
holders are not directly under the super- 
vision of the insurance departments, 
holding companies usually have charters 
issued by the secretary of state and 
cooperation between the insurance de- 
partment and the secretary of state may 
result in practical regulation. The sub- 
ject is a large one and the committee 
will somehow have to keep away from 
the larger issues involved which do not 
directly affect insurance. A committee, 
for instance, could hardly go into the 
question of the investment trusts which 
have become the repositories for bil- 
lions of dollars of stock and are the 
modern money pools. 

So far as insurance stock holding com- 
panies are concerned, while not desir- 
ing to condemn unqualifiedly all such 
companies, it is easy to point out cer- 
tain definite tendencies and evils which 
have shown themselves. Doubtless the 
management of every one of the com- 
panies whose stock is held by the 
INTER-SOUTHERN Lire would like it much 
better and would feel that they had 
fewer difficulties to face dif they knew 
that they represented these stockhold- 
ers directly and in a normal manner. 
The stockholders, the owners of a com- 


pany, feel direct interest in the com- 
pany’s affairs which they cannot feel 
if they only hold stock in a holding 
company. One of the largest factors 
in building up a life company is a well 
distributed list of stockholders. The 
holding company cuts off the legitimate 
loyalty and support which a stock com- 
pany should receive from its owners. 

The difference between the ordinary 
helding!) company and an investment 
trust is, usually, that the investment 
trust is interested in the stock only as 
an investment whereas the holding 
company has in mind a certain control 
or a possible manipulation of some 
kind, such as a merger. A purely in- 
vestment trust, without speculative 
features, has its good points, if the 
holders of the shares are given a square 
deal and the managers take only the 
usual brokers’ commission. 

There are a very few instances where 
a holding company of insurance stocks 
may possibly be of value to the individ- 
ual concern. When it comes to life in- 
surance, the moment a holding com- 
pany acquires control of stock iin two 
or more companies, a feeling of uncer- 
tainty is created because the supposi- 
tion is that a merger is contemplated, 
with possible stock jobbing deals in- 
volved and even substitution of securi- 
ties, certainly not with the benefit of 
the original stockholders first in mind. 
The ownership takes on an entirely dif- 
ferent status, men whom the insurance 
business does not know or in whom 
they have little confidence take control, 
and the whole situation is at once “up 
in the air.” The essential purpose of a 
holding company is to effect economy, 
to improve the management, etc., but 
the number of holding companies that 
really have the ability to do this is 
almost nil. The great desire of every 
insurance man is to keep the business 
clear of complications,’ manipulations, 
and high finance, and the holding com- 
pany usually embodies all of these. 

The inherent defect of the average 





holding company is that it represents 
fm effect irresponsible stockholders as 
against responsible stockholders. The 
stock in a holding company is sold to 
the general public or if in large blocks 
to people who are not known and who 
are working practically under ‘ cover, 
purely for their own imterests, without 
regard to the preservation of the com- 
pany, interests of its agents, or the wel- 
fare of the life insurance business as 
a whole. 

The managers of holding companies 
believe that there are large profits in 
the insurance business, or if they do 
not believe it they work on that as- 
sumption in re-selling their stock. This 
business is probably very much like 
every other business. There are some 
concerns which have made a good deal 
of money, but on the whole it is just 
as hard to make money in the insur- 
ance business as in any other. How- 
ever, the holding companies are seldom 
willing to sit down and wait for the 
gradual building up of their institution 
but invariably they wish to make quick 
money and the records show that they 
often resort to questionable methods in 
attempting to do so. 

Ask any insurance man what he 
thinks of a company which is known 
to be controlled by a holding company 
and he will tell you frankly that it is 


already marked, in his opinion, for 
some kind of a merger or other change 
in which its whole plant may be dis- 
mantled, and its identity lost. Of 
course this may not be true in all 
cases, yet that is the sort of thing which 
its agents have to ccntend with in 
meeting their competitors and it proves 
te be a serious handicap. 

It may be that the situation 
improve and gradually some holding 
ccmpanies will be evolved in which the 
insurance public will have confidence, 
yet at least it must be said that every 
one of these will have to demonstrate 
its situation before being accepted. 

As to one insurance company being 
used as a holding company for others, 
unless the company’s management is of 
the highest integrity and standing and 
its resources are unquestioned, the prac- 
tice is @ dangerous one and will be 
condemned as unsound. 

Every life underwriter is interested 
in keeping the business sound and on 
a level keel. The companies which are 
being conducted with intelligence and 
economy and which are building for 
the future have the right to expect 
from the insurance departments a cer- 
tain degree of protection in their efforts 
and this protection means that unsound 
tendencies shall be checked in the be- 


ginning. 


will 


Who Are Life Insurance People? 


T. W. Apptesy, president of the On10 
NATIONAL Lire, pays a fine tribute to all 
who work in life insurance, especially 
at this time when thrift week is ob- 
served. It shows what life insurance 
does. In that connection Mr. AppLesy 
says: 

“A group of men, cooperating with 
similar groups in other companies, 
measuring their success by the amount 
and quality of service that they can 
render to the community; a sort of 
welfare organization, the results of 
whose work reduce poverty, relieve or- 
phanages, protect widowhood and child- 
life and help to educate the youth of our 
land; a sort of teachers’ corps whose 
function it is to teach to the individual 


the service that can be derived through 
the greatest cooperative institution ever 
established in the world outside of the 
government itself and who through the 
year, and especially in January, teach 
thrift and cooperate with like groups 
all over the United States for one solid 
week, bringing home to the individuals 
what thrift really means; a group of 
men trained to think of thrift in positive 
rather than negative terms; a group who 
teach that only to save is not thrift but 
that thrift consists in saving wisely, in 
investing carefully, in spending sensibly 
and by means of life insurance perfect 
one’s future plans and protect one’s 
present and future obligations and one’s 
own old age.” 








PERSONAL SIDE OF BUSINESS 

















V. F. Pettric, general agent in Mil- 
waukee for the Mutual Trust Life, hung 
up an enviable record in 1930. He paid 
for over $1,000,000 of new business on 
227 lives, his average policy being 
about $4,000. There was no group or 
term insurance written. He has been 
a member of the App-a-Week Club of 
the Mutual Trust Life for 86 weeks. 
In December he paid for 41 cases for 
256,000. With the exception of one 
$60,000 policy, all of his policies are 
less than $25,000. Mr. Pettric is presi- 
dent of the Old Faithful Club, the Mu- 
tual Trust Life’s producers’ club. 

S. F. Clabaugh, president of the Pro- 
tective Life, Birmingham, Ala., has been 
elected first vice-president of the Bir- 
mingham Boy Scout Council. 

A 10-pound baby daughter is cause 
for a celebration on the part of H. M. 
Rice, assistant manager of the J. A. 
Sullivan agency of the Equitable Life 
of New York in San Francisco, 


A. F. C. Fiske, vice-president of the 
Metropolitan Life, is eligible to mem- 
bership in the Miami Sailfish Club be- 


cause of his catch at Miami, Fla., while 
fishing in the Gulf Stream. Mr. Fiske 
was enjoying a mid-winter vacation on 
Miami Beach and his one-day fishing 
trip yielded big returns. He accounted 
for a 50-pound sail fish, a large ham- 
merhead shark, a black tip shark, eight 
bonito, a grouper and a king fish. 


Frank Jacobus, retired head of the ad- 
justment department of the Mutual 
Benefit Life, died of heart disease at his 
home in Montclair, N. J. Mr. Jacobus 
was 73 years old. He and Mrs. Jacobus 
celebrated their golden wedding anni- 
versary Dec. 14. 

Dr. L. F. MacKenzie, associate medi- 
cal director of the Prudential, was in 
Chicago last week in conference with 
Manager A. V. Goldman of the Insur- 
ance Exchange ordinary office. 


E. P. O¢ertel, assistant to the vice- 
president of the Great Northern Life 
of Chicago, is completing 20 years of 
continuous service with the company 
Jan. 23. He started as an office boy 
and in a series of promotions rose to 





become assistant cashier, later cashier, 


——_~@——____ 
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GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


E. P. GREENWOOD, President 


HOUSTON, TEXAS 


Another record breaking year has just been closed. Cognizance of this fact is noted in 
the following: 


1. Admitted Assets, more than.................44-- $40,000,000.00 
2. Legal Reserve Funds for the Protection of Policy- 
ES Ere pre rere 36,000,000.00 


3. Capital and Surplus, constituting additional pro- 
tection to policyholders, over and above legal re- 


quirements, more than .............ceeeeeeees 4,000,000.00 
4. Insurance in Force, exclusive of accident insur- 

I ak ne os oe eaen bade es 275,000,000.00 
5. Accidental or Double Indemnity Benefit Insurance 

OE Serr or 90,000,000.00 
6. Total Insurance in force, life and accident, more 

DT sit iii tcbrediedl sb eeasiaelndsda eee ree Oe tee 365,000,000.00 
The Above Figures Reflect the Following Gains for the Year: 

GAINS 
In Admitted Assets, more than.................000- $ 10,000,000.00 
In Accidental or Double Indemnity Insurance, more 
SIs siacce cle ub sila dl bath lenis hi a tne reneaeniion 20,000,000.00 

In Regular Life Insurance, more than ............. 50,000,000.00 


In Insurance in Force, life and accident, more than. . 70,000,000.00 


The Great Southern Life Insurance Company, is strong and progressive, as the outstand- 
ing financial resources indicated above will show. To those desiring to represent this Com- 
pany we offer an attractive agents contract, outstanding of which are liberal first year and 
renewal commissions; contract direct with the home office, and a line of attractive low 


cost policies. 


ARKANSAS MISSISSIPPI OKLAHOMA 
KANSAS MISSOURI TENNESSEE 
LOUISIANA NEW MEXICO TEXAS 


OPERATING IN THE FOLLOWING STATES Pr 


Address all inquiries to the home office. 


Great Southern Life Insurance Company 
HOUSTON, TEXAS 
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- - and after a term in the field returned | the Washington school park district and 
[ to the home office as assistant to the |is a member of the board of education. 





THE PENN MUTUAL 
ANNOUNCES 


We announce the appointment of Mr. 
J. B. Webster as Director of our new Depart- 
ment of Conservation. 


This Department, a branch of the Agency 
Department, will closely follow the business 
placed by new Agents, as well as older business. 
It will put into use in our Agencies a simple 
yet thoroughly comprehensive system, after 
minute research into the various causes of 
lapse, and after thorough study of existing 
methods of preverition and the results they 
produce. The aim will be to reduce preventable 
lapse wastage to a minimum. 


Mr. Webster is equipped for his work by ten 
years of dealing with the ‘‘human element,”’ 
gained by innumerable contacts as a trust 
officer and bank executive, preceded by ten 
years of diversified legal practice. 


Our Department of Conservation, under Mr. 
Webster, will be one of the major branches of 
our service of Agencies and of Policyholders. 

















KEEPING PACE--- 


.... In paid for Life Insur- 
ance the Company in an 
expanding mood, during the 
unsettled general business 
condition of 1930, held its 
own with the extraordinary 
first eight months of 1929. 
This is satisfactory. The posi- 
tion and time is right to forge 
ahead. ... A cordial interview 
awaits the life insurance man 
of character and good record 
who would improve his posi- 
tion. 











CALIFORNIA STATE LIFE 
INSURANCE COMPANY 


J. ROY KRUSE, President 
JAMES L. COLLINS, Supt. of Agencies 


Home Office: Sacramento 














vice-president in the agency department. 

J. O. McDonald, said to be the first 
superintendent appointed by the Pru- 
dential, died at his home in Wyckoff, 
N. J., at the age of 87. He entered the 
employ of the company in 1877 and was 
the oldest living member of the Pru- 
dential “old guard,” retiring from active 
work in 1892. 

R. J. Wiese, general agent State Mu- 
tual Life at Chicago, gave a dinner 
dance at the Edgewater Beach hotel in 
that city for all his agents and their 
wives and the office force. This was 
the beginning of an annual affair to dis- 
tribute prizes for the various activities 
and contests throughout the year. It 
was purely a social gathering in which 
all could participate. 

Recognition of 25 years in the Travel- 
ers service was given Manager W. B. 
Phelps of the Boston office last week 
when Mr. Phelps’ associates gave him 
a banquet. 

Half of Mr. Phelps’ 25 vears with the 
Travelers was spent in Albany where 


he organized the branch office. He went | 


to Boston 12 years ago as manager and 
has been most successful in developing 
life business. 

A number of home office officials 
were present at the dinner, including P. 
V. Baldwin, assistant secretary: W. E. 
Mallory, agency secretary; G. V. Kuch- 
ner, superintendent of agencies; Secre- 
tary J. E. Ahern and Wyckoff Wilson, 
assistant secretary. 

S. J. Rosenblatt of Chicago, manager 
of the State Life, who was stricken last 
September and has been at his home 
for the last two months following a 
sojourn at the hospital, is now arrang- 
ing to go to Florida for the rest of the 
winter. Mr. Rosenblatt is one of the 
remarkable personal producers. He has 
written over $1,000,000 every year for a 
long time. His peak year was in 1925 
when he produced personally $3,000,000. 
The work of the State Life in Chicago 
is being carried on by J. S. and B. S. 
Rosenblatt, two sons, who are asso- 
ciated with their father in the manage- 
ment. 

Leo W. Chulock of Maywood, IIL, 
who has had his office there, represent- 
ing the State Life of Indiana, has now 
opened an office at the general head- 
quarters in the Westminster building, 
Chicago, in order to give greater service 
to his clients. Mr. Chulock is promi- 
nent in his locality. He is president of 


He was formerly a member of the vil- 
lage board. 

Bart Leiper, in charge of promotion 
and publicity for the Pilot Life, has been 
made chairman of the publicity bureau 
of the Greensboro chamber of com- 
merce in recognition of his service in 
the city’s interest since he went there 
some five years ago. 

G. E. Lackey, president National As- 
sociation of Lite Underwriters, is spend- 
ing a week on a speaking tour. He 
visited Kansas City, Davenport, Ia., Chi- 
cago, Peoria, Indianapolis and St. Louis. 

L. A. Williams, general manager of 
the Country Life of Chicago, has gotten 
out a booklet entitled, “Life Insurance 
and Sales Behavior.” He takes up many 
features in life insurance selling and 
among other things he declares that the 
real art in selling is to hide the art. 
Mr. Williams ‘holds that with the excep- 
tion of policy form, price and company, 
almost everything that could enter into 
the making of a sale of life insurance 
is within the power of the agent to con- 
trol. His ability to control, however, 
he asserts, is dependent on information, 
capability and performance of execution. 
Mr. Williams in his preface says that 
he has attempted to point out some of 
the shoals he has found and some of 
the safer, pleasanter, as well as more 
successful channels that he knows ex- 
ists. 

Mr. and Mrs. Henry Ericsson of Chi- 
cago have announced the engagement of 
their daughter, Virginia, to Raymond 
Olson, son of President Edwin A. Olson 
of the Mutual Trust Life and Mrs. 
Olson. Young Mr. Olson is a graduate 
of the University of Michigan and of 
Northwestern university law school. 

W. O. Ferguson, general agent of the 
Penn Mutual Life at Los Angeles, made 
a flying visit to Chicago this week, cas- 
ually writing a $100,000 case during the 
day he was in town, and then went on 
to visit his old home at Evansville, Ind., 
for a short rest. 





L. C. Swinney, general agent of the 
Pacific Mutual at Wichita, Kan., was 
installed as president of the Wichita 
Cooperative Club last week. 


J. G. Monroe, superintendent of agen- 
cies for the Midland Mutual Life, has 
entered a hospital at Columbus to un- 
dergo an operation. 














LIFE AGENCY CHANGES 

















Eckert Takes Columbus Post 


Made General Agent of Northwestern 
Mutual in Ohio City, Succeeding 
Late J. I. Behling 








C. R. Eckert has been appointed gen- 
eral agent for the Northwestern Mutual 
Life at Columbus, O., succeeding the 
late J. I. Behling. Mr. Eckert made his 
first insurance contract with Mr. Beh- 
ling in 1917, while a student at Ohio 
State University in Columbus, working 
part time until June, 1918, when he ob- 
tained a leave of absence to enter the 
army. Following his army service he 
become district agent for Mr. Behling 
at Greenfield, working there until the 
fall of 1921 when he moved back to 
Columbus to finish his university work. 
Following completion of his insurance 
course at the university, he again began 
full time work. 

Mr. Eckert has been a million dollar 
producer for the Northwestern for a 
number of years and is a keen student 
of life insurance. He is a graduate of 
the Northwestern’s educational course. 


| He has always taken an active interest 
| in association affairs, and is past presi- 
dent of the Columbus Life Underwriters 
| Association. 


R. P. Banks Gets Davis Post 


Penn Mutual Spokane Manager Goes to 
Denver—F. J. Curry Acting Man- 
ager at Spokane 











R. P. Banks, now manager of the 
Spokane agency of the Penn Mutual, 
will on March 1 succeed Frank H. Da- 
vis as manager of the Denver agency. 
On that date Mr. Davis retires from 
business. 

Mr. Banks joined the Spokane agency 
in 1924 and in September, 1929, was 
promoted to manager. After the war 
he became editor of the “Western 
Breeders Journal” of Portland. That 
was followed by the position of reha- 
bilitation officer in agriculture in the 
United States Veterans’ Bureau, Spo- 
kane, and just before he joined the Penn 
Mutual he was field representative of 





the American Hereford Cattle Breeders’ 
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Association im the northwestern terri- 
tory. 

F. J. Curry has been appointed acting 
manager of the Spokane agency in suc- 
cession to Mr. Banks. Mr. Curry is 
among the Penn Mutual’s most success- 
ful producers in its western territory 
and has demonstrated a capacity for or- 
ganizing and training. 

M. R. Miller, president of the Penn 
Mutual Agency Association, is the di- 
rector of the company’s production drive 
from Feb. 16 to Feb. 28, dedicated to 


Mr. Davis. Mr. Miller will be assisted 
by John A. Stevenson, manager of the 
Penn Mutual's home office. “Our 
tribute to Frank H. Davis,” is the 


slogan of the campaign. 

High tribute was paid Mr. Davis by 
the agency committee of the Penn Mu- 
tual board of trustees in accepting his 
resignation. “Mr. Davis carries with 
him,” the resolution stated, “a record 
of unsurpassed achievement in the ex- 
tension of the benefits of life insurance 
through organized agency effort.” 


J. W. Oliver 


J. W. Oliver, formerly agency mana- 
ger in Philadelphia for the Fidelity Mu- 
tual and the Bankers Life of Iowa, has 
been appointed assistant agency mana- 
ger and brokerage manager of the Wil- 
liamson ordinary agency of the Pruden- 
tial there. He has been in the business 
there more than seven years and is 
widely known among insurance men. 
Mr. Oliver was with the Aetna Life for 
five years in Indianapolis, Minneapolis 
and Kansas City, later going with the 
Equitable of New York in Kansas City 
and New York. He has marked ability 
in home office executive work and in the 
training of agents. 


Cc. E. Brown 


The Mutual Life of New York will 
open a new general agency in Bil- 
lings, Mont., with C. E. Brown, super- 
intendent of agents and agency organ- 
izer of the Kansas City office, as man- 
ager. The territory will include 47 
counties in Montana and 10 in Wyom- 
ing. Mr. Brown was county agricul- 
tural agent of Carroll county, Mo., for 
five years. He joined the Mutual Life 
in 1925 in its Kansas City office. His 
immediate success gained him member- 
ship in the company’s $250,000 field club 
in his first year. He also has shown 
marked ability in assisting and training 
other workers. 











J. Teeters, W. A. Scroggs 


James Teeters, Denver agency man- 
ager for the Bankers Life of Des Moines 
for the past two years, will return to 
field work in Indiana, where he estab- 
lished a splendid record of sales for the 
Bankers Life before going to Denver. 
He will be succeeded in Denver by W. 
A. Scroggs, a regional supervisor and 
a former representative of the Tulsa, 
Okla., agency. 





V. N. Janneck 


V. N. Janneck has been appointed to 
take charge of a second general agency 
of the Montana Life in Yakima, Wash. 
Mr. Janneck was engaged in life insur- 
ance from 1911 to 1926 when he entered 
the hotel business, but has decided to 
return to his former line of work. His 
father is a director of one of the Yakima 
banks and is also manager and president 
of a savings and loan company. 





Four Assistants Named 


Four assistant agency managers have 
been appointed in Chicago agencies of 
the Equitable Life of New York, it is 
announced by William Rothaermel, 
superintendent of agents central depart- 
ment. The new men are: P. A. Wolfe, 
Fred Israel agency; E. A. Greenblat, 

. C. Kemp agency; Paul H. Seeger, 
J. W. Nolan agency, and Ralph E. 
Grossberg, Samuel Lustgarten agency. 
Messrs. Greenblat, Seegar and Gross- 
berg have been with the Equitable for 
a number of years as agents. Mr. Wolfe 





started with the company in Chicago as 
agent, went to New York with the 
Equitable and then returned to Chi- 
cago. 


M. J. Allen 


M. J. Allen has been appointed agency 
supervisor for the American Central 
Life in northwest Texas, with headquar- 
ters at Amarillo. Mr. Allen has been 
with the American Central for two 
years. His father has represented the 
company for 16 years. 





B. A. Twiss 


BL A. Twiss, for some _ years 
prominent in life underwriting circles 
on the Pacific Coast, who recently has 
been opening offices in Michigan for 
the Dominion Life, has been appointed 
Toronto branch manager for that com- 
pany. 


Otto Carstens 
Otto Carstens, formerly assistant 


manager of the Travelers at Jamacia, 
L. I. has been transferred to Newark 
in the same capacity. 





B. E. Derflinger 


The Peoples Life of Frankfort, Ind., 
has appointed B. E. Derflinger of Hous- 





ton as manager for southern Texas. Mr. | 
Derflinger has been supervisor and city | the Lincoln National, 


manager of the home office agency of 
an eastern company and manager of 
agencies of a Texas company. He now 
prefers to enter work in the field, 





J. E. Burke 


J. E. Burke, for nearly two years 
agency supervisor with headquarters at 


the home office, has opened a new gen- | 


eral agency for the Central States Life 
at Ottumwa, Ia. 


L. H. Larrabee 


L. H. Larrabee, formerly assistant 
state manager of the Mutual Life of 
New York in the Detroit office, has 
been appointed manager for the Amer- 
ican Life of Detroit at Indianapolis. Be- 
fore going to Detroit, Mr. Larrabee 
represented the Mutual Life at Ann Ar- 
bor, Mich. 





A. J. Wilken, Jr. 


A. J. Wilken, Jr.. who has had ex- 
perience with the Pacific Mutual and 
the Aetna, has been appointed agency 
manager in Louisiana for the National 
Life U. S. A., with headquarters at 
New Orleans. He succeeds J. G. Reddy, 


who resigned to become manager of 





Ralph and Fritz Hirsch 
Ralph and Fritz Hirsch have been 


| appointed general agents for the Mis- 


| souri State Life at Columbus, O. 


They 
will have charge of central and south- 


| eastern Ohio. 








Life Agency Notes 











M. C. Gray, general agent of the 
Springfield Life in Detroit, has become 
general agent of the George Washington 
Life. 

* * * 

Joseph Peilen has been named agency 
supervisor of the St. Paul office of the 
Connecticut Mutual Life. Ben Bratter 
is general agent. 

x * * 

Cc. H. Reeke has been appointed mana- 
ger of the Canada Life’s eastern Ontario 
branch, with headquarters in Kingston. 
He has had 18 years experience in the 
insurance business. 

Se 8s .@ 

Clarence McQuay, who was the first 
agent signed up by G. M. Robinson, gen- 
eral agent for the National Life of Ver- 
mont in Detroit, when he organized his 
agency in 1922, has rejoined the Robin- 
son agency after having been affiliated 











$100 MONTHLY 





IS 


$1200 PER YEAR, or 
5% RETURN on $24,000 PRINCIPAL, or 
12% RETURN on $10,000 


Yet you can now leave that income to your family for 


the next 20 YEARS by owning only $10,000 of the 


MIDLAND FAMILY INCOME 








INCOME 


$100 monthly—19 years 


ll, eee 


extra during income period 


|) a 


20 years from date of polic 


TOTAL which may be increased by Disability 
and Accidental Death Benefits 


*(Based on 1930 Dividend Schedule—Subject to Increase or Decrease) 


ILLUSTRATION—$10,000 CONTRACT—AGE 35 
IF DEATH OCCURS THE SECOND YEAR: 


CASH AT DEATH . . . f. *%$]3,730°§™ 
optionally provided by dividend 





22,800 
4,729* 

10,000 

$41,259 

















Age 25, $221.10 





Assets $19,000,000 


PREMIUM RATES $10,000 
Age 35, $293.10 


ADDRESS 


Founded 1905 
COLUMBUS, OHIO 


In force $111,000,000 


Write for Family Income Leaflet 


THE MIDLAND MUTUAL LIFE INSURANCE COMPANY 


Age 45, $437.80 
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Visual 


Selling 


—a reality 


Through visual selling 
Bank Savings Life 
agents have been able to 
tell the true story of life 
insurance — and to teli 
it convincingly. Impres- 
sions through the eye 
outlive the spoken word. 
Such salesmanship be- 
comes a_ well-ordered 
scientific process. 


PROVED IN THE FIELD 
BY 


Bank Savings 
Agents 


The volume of insurance 
produced by our agents 
month in and month out 
demonstrates the sound- 
ness and desirability of 
“Visual Selling.” Why 
not ask for more com- 
plete information about 
The Bank Savings Life 
methods and agency 
helps. 


TOOLS 
to help you 
SELL 


1 Pre-Approach Plan 


2 Canvassing 
Portfolio 


3 Illustrated Brief 


Write to 


GEO. L. GROGAN 
Vice-President 


In Charge of Agencies 


The Bank Savings 


Life Insurance 
Company 
Topeka 


Kansas 























with the new business department of the 
Fidelity Trust Company since January, 
1929. 

x * * 

E. H. Freeman and K. L. Merley have 
opened offices in the Palmer building, 
Atlanta, for the Federal Life. 

* * * 

W. S. Winnard, for a number of years 
with the Ohio Inspection Bureau at Co- 
lumbus, has joined the staff of the Fi- 
delity Mutual Life there. 

*x* * * 

D. C. Deowby has been appointed man- 
ager of the Fidelity Mutual Life at 
Huntington, W. Va., with offices in the 
First National Bank building. 

* * * 


Wm. Glaser, formerly deputy superin- 
tendent at Norwood, O., has been pro- 
moted to superintendent of the Colum- 
bus, O., South district, succeeding the 
late A. C. Lafferty. Assistant Superin- 





O., has been made superintendent of the 
Pittsburgh North district. Henry Me- 
Candlish’s record at Akron, O., for the 
past five years has gained for him an ap- 
pointment as superintendent of the Erie, 
Pa., district. 

*x* * * 

Querbes & Bourguin, Shreveport, La., 
is opening a life department and will 
represent the Union Central Life. O. S. 
Manasseh is manager of the new depart- 


ment. 
* * * 

The R. N. Sine agency of the Abraham 
Lincoln Life has transferred its head- 
quarters from Springfield to Decatur, 
lll., where Mr. Sine has established a 


general agency office at 549 Citizens 
building. 

* * * 
Thirteen counties in Missouri have 


been added to the territory of the Kan- 
sas City agency of the Equitable of 
Iowa, including the Jefferson City and 


Maryville localities. H, A. Hedges is 


tendent Edward Goldstein, Youngstown, | general agent. 
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Appointment Causes Surprise 





Selection of Armstrong as Pennsylvania 
Senate Insurance Committee Chair- 
man Results in Comment 


PHILADELPHIA, Jan. 21.—Un- 
precedented and surprising was the as- 
signment of Senator J. G. Armstrong, 
Jr., son of the Allegheny county com- 
missioner and baby member of the state 
senate as chairman of the senate insur- 
ance committee displacing Senator J. E. 
Norton, Reading, who held that berth 
for years and who was expected to re- 
tain it in the present session. Repre- 
sentative Haws, Philadelphia, retains 
the chairmanship of the house insurance 
committee. Captain W. J. Steitler, Jr., 
has been named by Governor Pinchot 
as the new manager of the workmen’s 
compensation fund. 


Rockwell Gives Six Talks 
at Lincoln National Meet 








With an inspiring slogan “Larger 
apps and lower lapse in ‘'31” before 
them, the honor men of the Lincoln 


National Life in five eastern states and 
the District of Columbia gathered in 
New York the first three days of this 
week for an inspiring sectional meet- 
ing with Dr. C. J. Rockwell, insurance 
educator, featured. Dr. Rockwell was 
in charge of the program for several 
sessions and delivered six addresses. 

Among the other speakers were W. 
T. Shepard, vice-president; A. L. Dern, 
managér of agencies; Dr. W. E. Thorn- 
ton, medical director; W. T. Plogs- 
terth, assistant superintendent of agen- 
cies; J. J. Klingenberger, auditor; A. C. 
Fishack, agency divisional secretary, 
and D. F. Vordermark. 


Claris Adams to Be Speaker 


Aside from General Manager Beha of 
the National Bureau of Casualty & 
Surety Underwriters, Claris Adams of 
Detroit, executive vice-president of the 
American Life, will be a speaker at the 
annual meeting of the Pittsburgh Insur- 
ance Club. There will be about 1,000 
insurance men from western Pennsyl- 
vania at the dinner Feb. 2. The new in- 
surance commissioner, C. F. Armstrong, 
has been invited to be present and speak. 


Buffalo Sales Reported 


Buffalo’s 35 principal agencies report 
total life insurance sales of $103,996,- 
439 for 1930, a decline of 8.9 percent 
from the all-time high of $114,068,712 
established the previous year. Decem- 
ber sales were $9,500,689, within 6 per- 
cent of 1929. 











Sweeney Agency Tops 1929 


_Announcement was made at the an- 
nual convention of the T. B. Sweeney 
agency of the Equitable of New York 





in Wheeling, W. Va., that the total paid 
business of the agency in 1930 was $17,- 
653,288, which was a comfortable in- 
crease over the 1929 figure of $17,003,- 
996. The agency’s goal for 1931 is 
$22,000,000. Vice-president W. B. Par- 
sons represented the home office at the 
agency round-up. 


Mackay Serves 25 Years 


R. M. Mackay, Prudential district 
manager at Niagara Falls, was pre- 
sented with a gold-diamond watch fob 
at a dinner celebrating his completion 
of 25 years service. J. P. Mackin, sec- 
ond vice-president made the presenta- 
tion. 


Honor 1930 Millionaire 


Representatives of the Mutual Bene- 
fit Life in western New York held a 
two-day convention in Buffalo last week, 
concluding with a dinner in honor of 
L. C. Roth of Snyder, who wrote $1,- 
500,000 of new business in 1930. 








Central Western 
State News 











Illinois Transfer Is Complete 





Large Production Is Recorded in Guar- 
antee Fund Agency of Manager 
S. B. Starrett 





Practically all Illinois business of the 
Guarantee Fund Life of Omaha, which 
some months ago changed over from 
an assessment to a mutual basis, has 
been transferred to the new legal re- 
serve forms. This company for many 
years has operated on a legal reserve 
adequate premium basis, although nom- 
inally an assessment carrier, and the 
method of transferring was equitable to 
policyholders. It is reported the com- 
pany now has transferred approximately 
$140,000,000 of its $180,000,000 of busi- 
ness. Illinois operations were carried 
out under Manager S. B. Starrett, Jr., 
A-810 Insurance Exchange, Chicago. 

Since September, 1930, his agency has 
transferred well over $3,000,000 of busi- 
ness. Individual production records 
have been striking. Mr. Starrett him- 
self has paid for $430,000 of transferred 
and new business since September. 
Many of the policies transferred by his 
men have been small but it is interest- 
ing to note that especially in Chicago 
the old assessment carrier had in force 
many $10,000, $15,000 and even as high 
as $50,000 policies on a high class of 
business men. 

The leader of the agency is B. S. 
Wallick of Galesburg who has paid for 
$525,000 of new and transferred busi- 
ness since September. Others in order 
of their production are: H. H. Brooks, 
Mt. Vernon, $425,000; A. W. Doenges, 
Chicago, $403,000; J. F. Weiss, Aurora, 
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FAMILY INCOME— 
“THE PLAN IDEAL” 
for the protection of 
dependent children. 


PREFERRED RISK 
—An extremely low 
cost whole life policy 
for those who can 
qualify. 


LIFE EXPECTA- 
TION—The maximum 
of protection while 
need is greatest. One 
of the lowest premium 
policies with dividends. 


We have an especially 
attractive Agency con- 
tract to offer real 
producers. 
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BANKERS NATIONAL 
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Bankers National Life Building 
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Jersey City, N. J. 
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§400,000; R. H. Stone, Chicago, $375,- 
000; J. R. Shaffer, Downer’s Grove, 
$250,000, and H. P. Jackson of Rutland, 
$225,000. Some of the men have trans- 
ferred as many as 25 policies a week. 
The average policy in force in Illinois 
was about $3,000. 


Mutual Life 


Southern Illinois District Organization 
Elects Rauschkolb President at 
St. Louis Meeting 





Club Gathers 








A. L. Rauschkolb, district manager at 
Belleville, Ill., for the Mutual Life of 
New York, was elected president of the 
Illinois Field Club of that company at 
the annual meeting of the Mutual Life’s 
southern Illinois agents held in St. 
Louis. He succeeds J. W. Davis of 
Harrisburg. Other officers are: First 
vice-president, Clyde Vinyard, Harris- 
burg; second vice-president, Walter 
Yearwood, O’Fallon; third vice-presi- 
dent, L. A. Friend, Nashville; secretary, 
J. C. Vieregge, Chester, and treasurer, 
A. W. Werre, Steelville. The advisory 
board consists of J. F. Hathaway, man- 
ager St. Louis district; J. S. Marr, as- 
sistant manager of that district, and F. 
F, Tenney, agency organizer. Mr. Hath- 
away was toastmaster. The field club 
meets every three months at different 
places, home office officials often being 
present, and discusses field problems 
and agency educational matters. 


Equitable’s Central Division 
Has an Excellent Record 





Sixteen of the 25 agencies in the Cen- 
tral department of the Equitable Life 
of New York showed a gain last year 
and ten of these had gains of over $1,- 
000,000 apiece. The Klingman agency 
of St. Paul heads the department with 
about $38,000,000 paid business. The 
entire department paid for $266,808,000, 
which was a gain of $10,300,000 and 
represents about 30 percent of the com- 
pany’s annual production. 

More important, however, the depart- 
ment had a fine showing in number of 
production club members added in the 
five-year development program, 16 of 
the 25 agencies gaining 58 members. 
This is significant because the society 
has found that the business produced by 
non-club members costs about six times 
as much as that of club members when 
the item of overhead per man is con- 
sidered. 

The annual conference of the depart- 
ment was held in Chicago, attended by 
some 200 managers, agency managers 
and leading producers. Vice-presidents 
Jones, Borden and Klingman were on 
from the home office. 


Prudential Office Increase 


_ The ordinary office of the Prudential 
in the Insurance Exchange, Chicago, 
managed by A. V. Goldman, has been 
enlarged about one-third and completely 
remodeled. This is directly in line with 
the unusual experience of the agency 
last year in recording $2,500,000 paid 
production increase, which amounted to 
about 33% percent. Mr. Goldman has 
been in charge of the office only three 
and a half years. The staff has been 
enlarged commensurately in the last 
few months. 


Cameron & Carroll Agency Dinner 


The Cameron & Carroll @general 
agency for the Northwestern Mutual 
Life held its annual dinner at Oshkosh, 
Wis., reporting business for -1930 ex- 
ceeded that in 1929. M. J. O'Donnell, 
Manitowoc, was awarded the district 
agents’ cup. Lyle O’Connor, Oshkosh, 
won first place for personal production, 
and C. A. Randolph, Manitowoc, for the 
largest number of lives insured. 

M. J. Cleary, vice-president; R. P. 
Thierbach and N. D. Phelps, assistant 





superintendents of agencies, and F. J. 
Sensenbrenner, Neenah, a director, were 
in attendance. 


Would Increase Wisconsin Tax 


Domestic life insurance companies of 
Wisconsin will have their taxes in- 
creased if the recommendations of Gov- 
ernor La Follette in his message to the 
legislature are enacted into law. 

“The present provision for taxing 
domestic life insurance companies on 
3% percent of their gross income,” said 
the governor, “should be changed to 
3% percent, in order to affect the next 


property levy favorably. It will be 
necessary for the legislature to act 
promptly in this matter, since + ~estic 


life insurance companies are lic: 1s. ! by 
the state March 1.” 


C. L. U. Course Is Started 


The review class of the Chicago chap- 
ter of Chartered Life Underwriters 
opened Jan. 8. The first course, on 
“Life Insurance Salesmanship,” is under 
direction of P. W. Cook and the second 
course on “Psychology of Salesman- 
ship” will be directed by R. L. Davis. 
The class meets Tuesdays and Thurs- 
days until June 2. There are 25 per- 
sons enrolled, including some general 
agents. Gerard S. Brown, C. L. U., gen- 





eral director, states there will be other 
subjects led by C. L. U. men. 


Owen in Eaton Tower 


In the Michigan insurance directory 
which was recently published by Tue 
NaTIONAL UNDERWRITER, Ernest W. 
Owen, branch manager of the Sun Life 
of Canada, was listed as having his 
office in the 30th floor of the Book 
Tower building, Detroit. Mr. Owen is 
located on the 30th floor of the Eaton 
Tower building. 


Joint Meetings Are Held 


A joint meeting of the Dayton Fire 
Insurance Exchange and the Dayton 
Life Underwriters was held Tuesday 
night at Dayton, O., with C. Vivian An- 
derson of Cincinnati, president of the 
Ohio Association of Life Underwriters, 
and Homer Trantham, executive secre- 
tary of the Ohio Insurance Federation, 
as speakers. 

The Toledo Association of Insurance 
Agents and the Toledo Life Under- 
writers also held a joint session, which 
was addressed by Mr. Trantham and C. 
L. Krumm of Cleveland. About 100 
were present. 

At a meeting at Lorain about 35 per- 
sons were present and Mr. Trantham 
gave an address. A number of insur- 











ance men were present from Elyria. 
Another meeting of insurance men to 
be addressed by Mr. Trantham will be 
held at Newark Friday evening. At all 
of these meetings bills which have been 
or will be introduced in the legislature 
affecting insurance were discussed. 


Indiana Qualification Bill 

A life insurance agents’ qualification 
bill has been introduced in the Indiana 
legislature. There is such a law now in 
force affecting fire and casualty insur- 
ance agents but the life agents were left 
out of the measure which was passed 
two years ago. 


Pacific Mutual Ahead 


The Jens Smith general agency of 
the Pacific Mutual Life in Chicago had 
a 25 percent net increase in paid life 
business last year. Production in the 
non-cancellable accident and health de- 
partment also was good. 











Illinois Investment Ruling 


Unless the entire issue of bonds is 
purchased and held, Illinois life com- 
panies may not invest in first mortgage 
bonds on real estate which are guar- 
anteed by the bond and mortgage com- 
pany issuing the bonds, according to a 
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A NEW SALES KIT 


complete, workable, beautiful, effective—is help- 
ing Mutual Trust representatives to greater pro- 
duction and larger incomes. 


1931 will be a Mutual Trust year. 


Mutual Trust 


LIFE INSURANCE COMPANY 


Edwin A Olson, President 
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you want to represent 
a company offering... 


quick service 
fair dealing 
personal attention 
active help 
home office cooperation 
attractive policies 
practical suggestions 
you need not look farther. The Shenandoah 


Life offers all these attractive features. 
Write Charles E. Ward, agency manager. 


W. L. ANDREWS 
Sec’y-Treas. 


E. LEE TRINKLE 
Vice-Pres. 


R. H. ANGELL 
President 


SHENANDOAH 


LIFE INSURANCE COMPANY 


ROANOKE, VIRGINIA 
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ATLANTIC 
ADVANTAGES 


A complete line of salable 
policy contracts covering 
ages from birth to sixty-five. 


ATLANTIC LIFE 
INSURANCE COMPANY 


Richmond, Virginia 


Angus O. Swink 
President 






















Wm. H. Harrison 
Vice Pres. & Supt. of Agencies 
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Honestly, It’s the Best Policy 













ruling by Attorney-General Carlstrom tory. Four men in the office paid for 


Illinois. 


Agreement with Banks Made 


A constructive agreement has been 
entered into by the Flint Association of 
Life Underwriters and the Flint Clear- 
ing House Association, under which the 
clearing house organization’s member- 
ship will permit no banker or bank em- 
ploye to act as life insurance agent. 


December Sets Record 


of 


— 
The J. H. Meyer general agency of 
the New England Mutual in Chicago 


records the biggest December in its his- 





more than $500,000 apiece in 1930. Mr. 
Meyer believes that this year there will 
be a very much increased public interest 
in life insurance as an investment. His 
experience in the latter part of 1930 in- 
dicated a steady trend in that direction. 





Central Notes 


Kremers, associate 
Mutual Life at 
s., although a stranger in 
and a newcomer to Oshkosh, 
up a fine agency there. 

The Markey Insurance Agency, Green 
Bay, Wis., associate general agent of 
the Penn Mutual for northeastern Wis- 
consin, is conducting a spirited cam- 
paign for leadership both in number of 


general 
Oshkosh, 
Wisconsin 
has built 


HH. W. 
Penn 








| IN THE MISSOURI VALLEY 


applications and volume. 
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Hobbs Proposes Three Bills 


Would Bar Holding Companies, Loans 
to Other Life Companies, Buying 
of Industrials 


Commissioner Hobbs of Kansas will 
recommend three life insurance bills to 
the legislature. He would prohibit the 
organization of. holding companies for 
life insurance companies in Kansas and 
prohibit the sales of the stock of either 
the holding company or the life com- 
pany. 

The second bill prohibits the admis- 
sion into Kansas of any life insurance 
company that invests its reserves or 
other funds in the stocks of industrial 
or other corporations. At present Kan- 
sas adopts the New York rule and does 
not admit these companies but it is now 
proposed to establish the barrier di- 
rectly in Kansas. 

The third measure provides that life 
insurance companies organized or op- 
erating in Kansas would be prohibited 
from making loans to other insurance 
companies upon stock certificate collat- 
eral where the loans exceed the book 
value of the stock. 

A bill has been presented by Repre- 
sentative Dawson making the cancella- 
tion period for life insurance policies 
60 instead of the present 30 days. 


Clark to Succeed Yenter 


DES MOINES, Jan. 22.—Although 
not officially announced, it is understood 
that State Senator E. W. Clark of 
Mason City is to be appointed insurance 


commissioner by Governor Turner to 
succeed Ray Yenter, whose term ex- 
pires July 1. 

Senator Clark is in the real estate, 
loan and insurance business in Mason 
City. He was a banker for 25 years, 
and served six years as clerk of the 


district court of Cerro Gordo county. 
Both Governor Turner and Senator 
Clark were members of the 5ist Iowa 
regiment in the Spanish-American war. 
Senator Clark also served 20 months in 
the world war, holding a commission 
as captain in France. He is now serv- 
ing at his last session as a member of 
the state senate. 


Hammill Lauds Insurance 


DES MOINES, Jan. 22.—In his mes- 
sage to the legislature, Governor Ham- 
mill, in discussing insurance activities 
in the state, said: 

“Towa owes much to its insurance in- 
stitutions and the value of the pro- 
tection they provide for the individ- 
ual citizen. Personally I am a great be- 
liever in insurance. In the light of the 
numerous business failures during the 
past six years, many have changed their 
views on insurance. There are people 
who have lost everything and all that 
remain between their families and the 
necessities of life are their policies of 
insurance. It is sound business and no 
man can afford to be without it in order 
that his family may be provided for and 





saved the hardships incident to being 





left without the sustaining influence of 
a husband or father. I am more and 
more satisfied that insurance should be 
an essential element and a part of the 
assets of the head of every family. It 
is the obligation of the state to see that 
our insurance laws remain adequate and 
that they are safely and properly ad- 
ministered.” 


J. M. Shirk Buys Agency 

J. M. Shirk, for six years associated 
with the Sentinel Life and Employers 
Reinsurance, has purchased the Kansas 
City general agency of the Sentinel Life 
from his brother, R. B. Shirk, who will 
join the Missouri Insurance Securities 
Corporation. He will incorporate the 
agency, probably under the name of the 
Inland Insurance Agency, with offices 
in the Insurance building, and will add 
casualty and fire lines. 





Announce Aetna I owa Leaders 


M. L. Seltzer, general agent of the 
Aetna Life, at a dinner to his leading 
producers announced that George 
Hughes of Des Moines won the chair- 
manship of the Leaders Club for De- 


| cember by writing the largest volume 


of life business. His 1930 production ex- 
ceeded $1,000,000. Mrs. C. H. Deaton, 
Iowa City, won the presidency of the 
club for the largest amount of accident 
premiums. Frank Kerfoot, Des Moines, 
ranked second in life production. 

Ross Upham, Des Moines, was intro- 
duced as the agent who had written 
the largest accident and health business 
in 1930 of any man connected with the 
81 Aetna offices in the United States 
and Canada. 








Local News 





Southern States | 














Claim Suits Are Premature 


Companies File Plea in Abatement in 
Cases Filed by Alabama 
Attorney General 


MONTGOMERY, ALA., Jan. 22.— 
The suits of the state of Alabama 
against the Metropolitan Life, Pruden- 
tial and New York Life for the col- 
lection of franchise taxes, were sub- 
mitted to Judge Jones of the Mont- 
gomery circuit court last week on a 
plea in abatement interposed by the 
companies. The plea was based on the 
theory that the suits were entered pre- 
maturely, inasmuch as the state has 
levied no assessments against the com- 
panies. J. W. Brassell, assistant attor- 
ney general, resisted the plea with de- 
murrers and, after argument, the pro- 
ceedings were submitted and the state 
was allowed two weeks in which to file 
briefs. 


Stands Pat on Part-timers 


The Richmond Association of Life 
Underwriters is standing pat on its res- 
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olution against part-timers. Recently, ers, was a speaker. J. E. Owens, 


firm of out-of-state brokers proposed es 
establish a life connection with a Rich- 
mond fire agency with a view of broker- 
ing whatever business in that line was 
written in the city. The proposal was 
first laid before the Association of Gen- 
eral Agents. After mature deliberation 
they declined to give their approval. It 
was then submitted to the life under- 
writers association with like results, the 
association adhering to its view that the 
writing of life business by a fire agency 
came within the restrictions of its part- 
sine rule. 


Mutual Life Field Club Meets 


Fifty members of the Tennessee 
Quarter Million Field Club of the Mu- 
tual Life of New York attended their 
annual convention at Nashville. 

Commissioner A. S. Caldwell was the 
principal speaker at the banquet. J. D. 
Torrey, manager of the Nashville 
branch office, was toastmaster. 

These officers were elected: Fred 
Wolfe, Morristown, president; J. A. Dil- 
lon, McMinnville, vice-president; F. T. 
Regan, Nashville, secretary-treasurer. 


Louisville Sponsors Course 


The Life General Agents & Managers 
Association and the Louisville Life 
Underwriters Association are cooperat- 
ing in conducting a life insurance lecture 
course recently started at the Louis- 
ville Institute of Technology and Y. M. 
C, A. schools. H. A. Smith, president 
of the Louisville association and district 
manager Powell general agency of the 
Equitable Life; Harry McNamer, man- 
ager Union Central Life, and Phil Ryan, 
special agent Mutual Benefit Life, have 
been selected as instructors. 


Rules on Impairment 


_Under the statutes of Texas, a domestic 
life insurance company, whose actual 
assets are not of a cash value equal to 
its liabilities, but the impairment is less 
than one- fourth of its capital, may issue 
no new policies until the impairment is 
made good, according to a ruling of the 
attorney general's office. 

The ruling was given in an answer to 
a query from the insurance department 
as to the proper procedure in the case 
of a company whose paid up capital is 
$15,240 and whose capital is impaired to 
the extent of $1,200. 


Would Require Sta State Mortgages 


A new bill has been introduced in the 
Alabama legislature growing out of the 
recent failure of the Citizens Life. The 
bill requires that all real estate mort- 
gage securities deposited with the state 
be on Alabama property. It is said that 
many of the Citizens Life’s mortgages 
were on Missouri real estate and are of 
comparatively little value. 


Take Over Memphis Office 


The Franklin Life office at Memphis, 
Tenn., has been taken over by J. T. Jen- 
kins and N. C. Boyle of Clarksdale, 
Miss., who are state managers for the 
Franklin in Mississippi. Mr. Jenkins 
will have charge of the Memphis office. 
Mr. Boyle will remain in charge of the 
business at Clarksdale. 


Creditors’ Claims in Arkansas 


Proceeds of life insurance would be 
removed from the grasp of creditors, 
except when premiums are paid with 
the intent to defraud creditors, under a 
bill introduced in the Arkansas legisla- 
ture. This is modeled after the New 
York law which has been recommended 
by the Association of Life Insurance 
Presidents. 


Great National Agents Meet 


representatives of the Great National 
Life from 60 towns in Texas attended 
y annual sales meeting in Dallas. R. 
Hull, managing director of the Na- 

» dine Association of Life Underwrit- 





banker, made the chief address at the 
banquet. Reports on the past year 
showed the company put more new 
business on its books in 1930 than in 
1929. 


New Orleans’ Conditions Good 


New Orleans, comparatively speaking, 
is on the top of the heap as far as in- 
dustrial depression is concerned, in the 
opinion of A. F. C, Fiske, second vice- 
president of the Metropolitan Life, who 
visited that city to investigate conditions 
and meet with agents in the Louisiana 
and Mississippi districts. Members of 
Mr. Fiske’s party are R. R. Lawrence, 
southern superintendent of agencies; W. 
S. McGarry, southern agency super- 
visor, and Emerson Smith, supervisor of 
ordinary department of the home office. 


Cummings Agency’s Congress 


With 200 agents from all sections of 
Texas attending the annual sales con- 
gress of the Kansas City Life’s Texas 
agency was held in Dallas. O. Sam 
Cummings is state manager. The Dal- 
las meeting closed with a dinner in 
honor of J. F. Barr, vice-president and 
agency superintendent, formerly an as- 
sociate of Mr. Cummings, who is clos- 
ing his 25th year with the Kansas City 
Life. The sales conference was pre- 
ceeded by a meeting of general agents 
and district managers in Texas. 


Chapman at Georgia Meeting 


W. R. Chapman, assistant superin- 
tendent of agents, conducted the busi- 
ness and educational sessions of a gath- 
ering last week in Atlanta of the 
Georgia agents of the Northwestern 
Mutual Life. L. E. Allen, general agent 
in Atlanta, was host at a dinner, with 
Robert Strickland, Jr., vice-president 
First National Bank of Atlanta, as prin- 
cipal speaker. The Northwestern has 
more than $40,000,000 of insurance in 
force in Georgia. 


Caldwell Makes Report 


Four life companies were admitted to 
Tennessee in 1930, together with one 
fraternal and three withdrew, as well as 
two fraternals, Commissioner Caldwell 
reports. Those admitted were Monarch 
Life, Springfield, Mass.; Supreme Lib- 
erty, Chicago; State Farm Life, Bloom- 
ington, Ill, and United Mutual, Indian- 
apolis, Ind., and the fraternal admitted 
was the Teachers Protective Union, 
Lancaster, Pa. The Ohio National of 
Cincinnati, Mid-West Life of St. Louis 
and Citizens Life of Huntsville, Ala., 
withdrew in the year, as did the: Su- 
preme Lodge Knights of Pythias, In- 
dianapolis, and the Masonic Templars 
of America, Little Rock, according to 
the report of Commissioner Caldwell. 


Daniel Agency Meets 


With W. W. Daniel, general agent 
for Georgia, as host and with C. T. 
Tushingham, educational supervisor 
from the home office as honor guest, 
the Georgia agents of the Provident 
Mutual Life are holding sessions this 
week in Atlanta. The primary object 
of the gatherings is to formulate plans 
for an intensive program for 1931. Mr. 
Daniel reports a substantial increase in 
production in 1930, 


Hale Wins Dechert Cup 


The W. Stanton Hale agency of the 
Penn Mutual in Atlanta won the 
Dechert Cup given by the company for 
the largest average production by men 
taken in during the recruiting campaign. 

Incidentally the Hale agency had the 
biggest year in the history of its 31 
years in Atlanta. This agency was for- 
merly the Willett agency but has been 
under Mr. Hale’s direction for the past 
two years. The new men who joined 
the agency in 1930 were responsible for 
$1,680,000 in paid business. The agency 
showed a 23 percent increase over 1929. 
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Provision 
for Later Years 


The public is awake today to the in- 


vestment value of life insurance 


and is 


interested in plans to guarantee provi- 
sions for future financial needs. 


Money for later 


years is assured 


through our Life Income plans. 


Connecticut General 
Life Insurance Company 


Hartford, 


Conn 


Over a Billion in Force 




















AMERICAN BANKERS 
INSURANCE COMPANY 


Executive Office 
Jacksonville, Illinois 


GENERAL agency opportuni- 
ties for the right men in Michi- 
gan, Ohio, Indiana and Ken- 
tucky. 


WeE offer a complete line of 
human being coverage. 


We write life — ordinary, 
monthly, weekly; also accident 
and health—commercial, monthly 
premium, weekly premium, auto 
travel, group accident. 


Address communications to 


R. Y. ROWE, Supt. of Agencies 
Chicago 


CHICAGO 
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12%—FAMILY INCOME—12% 
GUARANTEED 


Distinctive Features: Issued with any new 
life or endowment policy. Policy cash values 


not reduced. 


Can be terminated at will 


without cash outlay and policy continued at 


regular premium for original age. 
Complete promotional 


10, 15 or 20 year period. 


interest dividends. 
helps. 


Excess 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


HARTFORD 


1846 


Over 84 years in business 


1931 

















SERVICE LIFE 
INSURANCE COMPANY 


Exceedingly liberal contracts are 
offered to reputable and responsi- 


ble agents. 


An unusual agency 


proposition is extended in districts 
where the company is not now rep- 


resented. 


For information write 
B. R. BAYS, President 
JOHN L. OESCHGER, Secretary-Treasurer 


Home Office 


Lincoln, Nebraska 

















Tom 
’*Phones 
Paul 


H ELLO PAUL—How’s business? 
I just want to tell you about the 
United Life and Accident Insurance 
Company’s NEW INCOME INDEM- 
NITY POLICY. 

It’s a new contract which protects 
the vast amount of money which a man 
can reasonably expect to earn by the 
time he reaches age sixty-five. If a 
man lives to age sixty-five he earns 
many thousands of dollars; if he dies 
before, his family not only loses him, 
but the thousands of dollars as well. 

This policy prevents this tremend- 
ous financial loss. When the insured 
dies or is permanently disabled, my 
company pays a livable monthly in- 
come to the insured’s family until the 
time that he would have been sixty- 





five. Can you think of a contract 
which will do more? 

No, that’s not all. There is a death 
benefit of $600.00 payable at the time 
of the insured’s decease and this may 
be increased to $10,600 or $20,600 in 


case of certain specified accidental 
deaths. 
Expensive? Not at all! Only 


$210.00 a year is necessary to guar- 
antee a man’s wife $100 a month from 
the time of the insured’; death until 
the time that he wouid have been 
sixty-five. 

You say you’ve been looking for a 
good seller. Why don’t you com- 
municate with 


EUGENE E. REED, Vice President 


UNITED LIFE and ACCIDENT 
INSURANCE COMPANY | 


UNITED LIFE BUILDING 


CONCORD, NEW HAMPSHIRE 




















PACIFIC COAST AND MOUNTAIN 














Nye Given Cordial Welcome 


New Denver Manager of Equitable Life 
of New York Is Guest of 
Honor at Luncheon 








H. Allen Nye, who returned to Den- 
ver as manager of the Equitable Life of 
New York, received a great welcome 
there and a number of friends and 
agents attended a luncheon in his honor. 
He was agency manager at Boston and 
prior to that had been a member of the 
Denver agency. Senator W. W. Booth 
was toastmaster. Superintendent of 
Agencies Glines made the formal instal- 
lation and presented Mr. Nye 98 appli- 
cations totaling $481,472 insurance that 
were produced by 57 agents. Among 
the guests were J. S. Edwards, man- 
ager Aetna Life; W. W. Winne, gen- 
eral agent Connecticut Mutual; Isadore 
Samuels, manager New England Mu- 
tual: C. O. Lee, general agent Occi- 
dental Life; Editor Drew, “Insurance 
Report,’ and a number of other business 
men of Denver. 





Celebrate Insurance Day 


Added impetus was given Thrift 
Week activities of life underwriters in 
California by the proclamation of Gov- 
ernor Rolph in which he designated 
Jan. 21 as Life Insurance Day in Cali- 
fornia, urging that “our citizens devote 
serious thought and give due attention 
to their particular life insurance needs” 
and that the press of the state properly 
emphasize the importance of the day. 

The actual observance of the week by 
the San Francisco Life Underwriters 
Association began on Monday with a 
“Prosperity and Thrift” luncheon meet- 
ing attended by more than 400 under- 
writers. W. W. Klingman and A. G. 
Borden, vice-presidents Equitable Life 
of New York, were the principal speak- 
ers, stressing the value of the thrift and 
prosperity movement. 


Los Angeles Managers Meet 


At a meeting of the Life Managers’ 
Club of Los Angeles, Kellogg Van 
Winkle, Equitable Life of New York, 
chairman of the committee conferring 
with the Bank of America relative to its 
interest in life underwriting, reported 
satisfactory progress and a very recep- 
tive attitude on the part of the officers 
of the Bank of America. A definite re- 
sponse is expected in the near future. 

Roy Ray Roberts, of the State Mu- 
tual Life of Massachusetts, chairman of 
the thrift committee of the club, re- 
ported that the efforts of his committee 
to interest the local trust companies in 
featuring thrift week and particularly 
Life Insurance Day in their newspaper 
advertising had been very favorably re- 
ceived. 

R. B. Hull, managing director of the 
National Association of Life Underwrit- 
ers, will be present at the meeting Jan. 
26 and it was suggested that managers 
and general agents invite as honored 
guests the leading producers of their 
agencies. 


Interest in Oregon Appointment 


SALEM, ORE., Jan. 22.—Consider- 
able interest is being shown by Oregon 
insurance men concerning the appoint- 
ment of an insurance commissioner by 
Governor Meier, who took office last 
week. Among those mentioned to suc- 
ceed Clare E. Lee, present commis- 
sioner, are Gordon Baker, local agent 
of McMinville, and Walter Holcomb, 
Portland local agent. 








Takes San Francisco Post 


Agnew Field has taken his new posi- 
tion as manager of the Pan-American 
Life at San Francisco. He formerly 


| Bred in California. 








For 16 months he 
has traveled in Illinois, Indiana, Ohio 
and Minnesota as field superintendent 
of the Pan-American. The Pan-Ameri- 
can thus opens a San Francisco branch 
office. 


Hawkins Elected Chairman 


The life insurance committee of the 
Los Angeles chamber of commerce has 
elected M. P. Hawkins, general agent 
Connecticut General Life, chairman 
“oes W. G. Farrell, Penn Mutual 

ire. 








Managers Meet Jan. 30 


Life insurance general agents and 
managers of the bay district are to be 
guests at a luncheon to be given by the 
Metropolitan Life in San Francisco Jan, 
30 when R. B. Hill, National associa- 
tion, will be the guest of honor. 





Goss Visits the Coast 


Vice-president S. W. Goss of the 
Security Life of Chicago is on a trip 
among the Pacific Coast agencies. 








Zs Accident-Health 


Field News 











Claim Periods Are Increasing 





Accident and Health Companies Say 
That Business Conditions Are 
Having an Effect 





Accident and health companies are 
having reflected through their claims the 
depressed business conditions. This is 
particularly true where a company is 
writing railroad or industrial business. In 
many of the industries men have been 
laid off or they are working only part 
time. While claim frequency has not 
increased, it is found that the length of 
time for which claim is made has in- 
creased. This malingering is largely 
due to the fact that men are thus able 
to secure additional indemnity and have 
no incentive to get about. If their com- 
pensation is stopped and they find them- 
selves provided with income due to dis- 
ability many are likely to postpone the 
day of recovery. Claim men say that 
there is no doubt that illness or accident 
caused the claim. There was a legitimate 
claim. However, the companies are im- 
posed on by people adding on a few 
days of disability when there was no 
need of it. 


Hobbs Backs Two Bills 


TOPEKA, KAN., Jan. 22.—Commis- 
sioner Hobbs of Kansas will ask the leg- 
islature for the enactment of two bills 
affecting accident and health insurance. 
One would require accident and health 
companies writing non-cancellable poli- 
cies to deposit a higher reserve than is 
required of companies writing the can- 
cellable policy. Now both kinds of poli- 
cies require the same reserves. 

The other would provide that accident 
and health companies that force claim- 
ants to go into court in the settlement 
of accident and health claims to pay an 
attorney fee, the amount of the fee to 
be fixed by the court trying the case. 
It only would apply if the company loses 
in the court. It is the same provision 
as now applies to fire insurance com- 
panies made applicable to the accident 
and health companies. 


Enters Monthly, Group Field 


The Metropolitan Casualty, which 
heretofore has engaged only in writing 
general casualty and surety lines, is 
establishing a monthly premium acci- 
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dent and health department and a group 
accident and health department, and 
expects to have them in operation by 
Feb. 1. An intensive campaign will be 
put on for the development of these two 
lines throughout the country. 

The accident and health division of 
the Metropolitan Casualty is now under 
the same management as that of the 
Commercial Casualty, in general charge 
of F. W. Benjamin and P. G. Garey, 
and the new department will be in 
charge of the home office personnel, 
which has had many years’ experience 
in those two branches. 


Forrest Heads Company 


A. E. Forrest, vice-president and gen- 
eral manager of the North American 
Accident, who has been the chief figure 
in the management of that company 
ever since its inception, has been elected 
president to succeed the late E. C. 
Waller. A. E. Forrest, Jr., becomes sec- 
retary and Edward St. Clair, general 
counsel, who has heretofore held the 








title of second vice- -president, is made 
vice-president and assistant secretary. 
George F. Manzelmann, agency director, 
is second vice-president. 


Will Meet at Swampscott 


The International Claim Association 
will hold its annual meeting at Swamp- 
scott, Mass., which has been the scene 


of several previous meetings of the as- | 
Officers of the | 
work on the | 


14-16. 
now at 


sociation, Sept. 
association are 
program. 


Intentional Killing Accidental 


The Arkansas supreme court in Pacific 
Mutual Life vs. Ware holds that the kill- 
ing of a policyholder by another, which 
was intentional, though not justified, was 
accidental. The assured was shot and 
killed by his business partner. 





_ The Imperial Life of Canada has been 
licensed in California to write life, 
health and accident. 








/ NEWS ABOUT LIFE POLICIES 
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Policy Literature. Rate Books, etc. 


Digest” 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Supplementing the 
and “Little Gem,”” Published Annually in May and April respectively. 
PRICE, $4.00 and $2.00 respectively. 





| 
| 
“Unique Manual- | 











Issues Sub-standard Policy 
Prudential Now Has Contract Providing 
Automatic Restoration to Standard 
After Stated Period 





The new sub-standard contract of the 
Prudential just announced, which recog- 
nizes automatic improvement in im- 
paired risks if there is no change within 
stated periods of years, is considered of 
great assistance to agents in selling be- 
cause it obviates the need for examina- 
tions to improve rating. This policy 
covers persons with certain health im- 
pairments which tend to decrease from 
year to year and is subject to flat extra 
premiums for limited periods. 

The sub-standard rating continues for 
a stated number of years, after which it 
would automatically be lowered to 
standard. The company states that 
among the impairments subject to the 
new rating are chronic abscess, appen- 
dicitis, gall stones, cancer, goiter, tuber- 
culosis of lungs, bones or joints and 
tuberculosis association. It is consid- 
ered, for instance, that a diagnosis of 
cancer probably was wrong if the risk 
develops no further indications in the 
stated period. These periods vary for 
the different ailments and as yet have 
not been announced by the Prudential. 

The limits of amounts permissible on 
male lives, ages 25 to 50 inclusive, 
based on extra premium charges per 
$1,000, range from $50,000 on the $25 
extra premium up to $200,000 for the 
$5 extra premium. The entire schedule 
of rates for these various risks has not 
been made public. 


Midland Life 

The “complete family protection 
Policy” has been issued by the Midland 
Life. It is designed to provide a guar- 
anteed monthly income for the family 
until they can adjust themselves to 
changes in circumstances caused by the 
death of the insured, and for the educa- 
tion and maintenance of the children 
until the youngest child shall become of 
age. The principal sum is payable when 
the monthly income ceases, and may be 
Payable to the wife or original benefi- 
¢ciary, or a monthly income in place of 
the payment in one sum can be pro- 
vided. 

The policy will not be issued with a 
face amount less than $2,500, or a 
monthly income of less than $25. 


Occidental Life 
In a three months campaign in behalf 


of the ordinary life preferred risk pol- 
tcy, the Occidental Life of North Carolina 





is paying 5 percent additional commis- 
sion on all applications for this form 
provided a deposit is made 
plication. The campaign period is from 
Jan. 1 to March 31. 

The company states that the preferred 
risk policy is the cheapest form of per- 
manent protection and enables the pol- 
icyholder to carry a larger amount for 


with the ap- | 


the same investment than on any other 


plan. 





North American Life 


At the annual meeting of the North 
American Life of Chicago, it was an- 
nounced that a series of income bond 
contracts would be putin the field matur- 
ing at ages 50, 55, 60 and 65 on a month- 
ly income basis with 120 months guaran- 
teed. The company desires to bring to 
the fore life insurance as an investment. 
It voted to pay 4% percent on proceeds 
left with the company. 





ASSOCIATIONS | 


Cleveland | Meeting Held 


President iia: Acuumes Duties at 
Annual Session—Gilman Speaker 
of the Day 

















The Cleveland Life Underwriters As- 
sociation held its annual meeting last 
week. C. C. Gilman, Boston, National 
Life of Vermont, was the speaker on 
“Just One Way.” At the business meet- 
ing W. W. Baker, Penn Mutual Life, 
assumed his duties as president, and E. 
R. Ferguson, retiring president, re- 
viewed the past year. 

In setting forth his objectives for the 
coming year, Mr. Baker said his asso- 
ciates will endeavor to keep the busi- 
ness on a high plane in Cleveland, aim- 
ing towards closer relations between 
agents and managers. 

The Advertising Club of Cleveland 
has extended an invitation to the mem- 
bers of the Cleveland association to at- 
tend a meeting Jan. 23 to hear Dr. 
Harry Freeda, prominent local insurance 
man, talk on “Scientific Selling.” Mr. 
Freeda recently wrote a book on selling. 

x * * 

Los Angeles—Over 500 members and 
guests attended the January luncheon 
meeting of the Los Angeles association 
held under the joint auspices of the as- 
sociation, the Los Angeles chamber of 
commerce and the Merchants & Manu- 
facturers Association. 

J. A. H. Kerr, president-elect of the 
chamber of commerce, presided and the 
first speaker introduced was M. P. Haw- 
kins, recently elected chairman of the 











An UNUSUAL CONTRACT 


will be offered to 


An UNUSUAL MAN 


—is a producer 

—can organize 

—is, of course, honest 

—has three years of experience 

—is seeking opportunity 

—will WORK 

—needs no financing 

—needs no drawing account or salary 
—needs no office expense 


BUT 


will accept Home Office help in the appointment of 
new Agents under him for whom he will not be re- 
sponsible financially and yet on whom he will re- 
ceive overwriting Commissions as high as $4 per 
thousand and long time Renewals 


WHO: 


WHO: 


THE COMPANY It is rated “A” by Best 
Its rates for Insurance are extremely low 
Age 35 Ordinary Life Net Cost 
First year per thousand $17.85) 
It writes all latest forms—Participating only— 
including an improved Family Income form; also 
Juvenile 
Has over $135,000,000 in force. 
The Company desires especially to develop Indiana, 
TERRITORY Illinois, North Carolina and Texas. 
A Experienced field men to help the man selected to 
ASSISTANCE build a real agency in which the Renewals are 
NON-FORFEITABLE, 
UNLESS You have no present connection, or you have a real 


reason for leaving your present connection and are 
not at fault yourself, we are not interested. Write 
fully about yourself. We will not communicate 
with references until after interview. Write S-32, 
The National Underwriter. 


WE WANT AN UNUSUAL MAN 


























1931—YOURS 


In the history of life each day is a fresh page, 


each month a new chapter, each year a complete 
volume. The volume of 1931 is now open to you 


—yours to make what you will. 


If, as a Life Underwriter, you are planning to 
make 1931 a full and successful year, you will find 
it pays to be friendly with the 


PEOPLES LIFE INSURANCE CO. 
“The Friendly Company” 


FRANKFORT INDIANA 



































DENVER, COLO. 


GENERAL AGENCY OPPORTUNITY 





Able organizer wanted for established agency of large 
and aggressive guaranteed low-cost life company. 
Strong company backing. Especially attractive sales 
set-up. 





Write fully in confidence to S-51, The National Underwriter 




















HOME LIFE INSURANCE 
COMPANY 


of New York 
A COMPANY OF OPPORTUNITY 


Ethelbert Ide Low, James A. Fulton, 
Chairman of the Board President 


On Agency matters address 
H. W. Manning, Superintendent of Agencies 
256 Broadway, New York 


TS 


ARE YOU AWAKE TO OPPORTUNITY 
Life Insurance Men of Vision Know That the Greatest 
Opportunity 
Is with the Company That Is 

NOT TOO LARGE NOT TOO OLD 


NOT TOO SMALL NOT TOO YOUNG 
The Solid Growing Company Officered by Men Who Are Agency Minded 


WE HAVE THE TOOLS 
Policies—Men and Women on Equal Terms—Total 
and Double Indemnity 





Participating and Non-Participa 


Circularization Aids—Supervisor’s Help—Direct Contracts, Human Relations, Liberal 
Contracts and Special Producer’s Clubs 





It You Are R: Open i» 


eady for a General Agency There ts Desirable T 
IOWA—NEBRASKA—MINNESOTA—AND SOUTH DAKOTA 
THE OLD ‘LINE 
CEDAR RAPIDS LIFE INSURANCE COMPANY 


Jay G. Sigmund—Vice-Pres. & Agency Director 
COL. C. B. ROBBINS, Pres. C. B. SVOBODA, Secy. 
CEDAR RAPIDS, IOWA 


GLOBE LIFE INSURANCE CO. OF ILLINOIS 


431 S. Dearborn St. Chicago 


POSE BARRY DIETZ WM. J. ALEXANDER 
President Secretary 








Successor to 


GLOBE MUTUAL LIFE INSURANCE CO. 


INCORPORATED 1895 T. F. BARRY, Founder 

















Organized 1850 In the City of New York Non-Participating Policies Onl 
Over 78 Years of Service to Policyholdere 
Goed territory for personal producers, under direct contract 
HOME OFFICE: 156 Fifth Avenue, New York City 


TE UNITED STATES LIFE 'Suz4XS* 








chamber of commerce's life 
committee. 


The speaker of the day was F. 


per, personnel director Pennzoil Com- 
pany of Los Angeles. 

* * ok 
San Franciseo—The annual leading 


producers dinner of the San Francisco 
association will be held Jan. 29. The 
date was moved forward several days 


so that the association might avail itself 
of the opportunity of having R. B. Hull, 
National association, as the speaker. 

A joint meeting of the East Bay and 
San Francisco associations is to be held 
at noon Jan. 29 at Oakland with Mr. Hull 
as principal speaker on the future of 
the agency system. 

*x* * * 


Rochester, N. Y¥.—-Prof. S. S. Huebner, 


University of Pennsylvania, will speak 
to the Rochester association this week 
on “Life Insurance as an Outstanding 


Investment.” 
*» & & 

San Jose, Cal,—A special meeting of 
the San Jose chapter of the San Fran- 
cisco association will be held Jan. 30 
with R. B. Hull, National association, as 
principal speaker. 

* * * 

Boston—lUnder the new administration 
of President H. H. Kay, the first meeting 
was held Wednesday, life insurance day. 
The main speaker was Howard Coonley, 
president of the Walworth Manufactur- 
ing Company, who is a large buyer of 
life insurance and is much interested in 
it. He told how life insurance has helped 
him in his personal and business affairs. 

*x* * * 

Oklahoma City—The Oklahoma asso- 
ciation is broadcasting a thrift mes- 
sage every day during thrift week, ad- 
vising policyholders to hold on to their 
policies. The plans are to continue mak- 
ing the broadcast twice each week as 
long as funds are available. 

e ¢ @ 

Des Moines.—In observing Life Insur- 
ance Day this week the Des Moines as- 
sociation included street car advertis- 
ing, and broadcasting of a special life 
insurance program by the Bankers Life 
and the Iowa State Life Underwriters 
Association. 

x *x * 

Pittsburgh—Life Insurance Day of Na- 
tional Thrift Week was observed by the 
Pittsburgh association at a meeting at- 
tended by over 200 members. Dr. J. M. 








Selling Plans of Stars 


Ever feel the need 

for Partnership Agreements? 
Listen: 

“I was working 

on a $200,000 

Business Insurance case 

in hard competition. 

My prospects were not 
satisfied with their 

attorney’s agreement. I 

took the whole “K Section” 
out of the 

Diamond Life Bulletms 

to them—they picked 

their own Agreement and 

I got the business. 

Some Service.” 
We agree, 

Mr. Rockmaker. 
you glad you 
economized by buying 


e 
The Diamond Life Bulletins 


420 E. 4th St., Cincinnati 


“They Do Tell--How Men Self” 


Aren’t 
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insurance | Thomas, vice-president National Life of 
Vermont, was guest of honor and prin- 

H. Skip- | cipal speaker on “Sufficient Ideals for a 


Life Insurance Nan.” 

\ supervisory committee headed by R. 
S. Koehler, Jr., as chairman, also in- 
cluded Arthur G. Ashbrook, Ray H. 
Ringer, Eric G. Johnson, W. M. Milligan, 
F. J. Stevenson, R. Maxwell Stevenson, 
H. S. Sutphen. 


x * * 
Austin, Tex.—Life underwriters of 
Austin were urged to affiliate with the 


National association to secure the bene- 
fits accruing from cooperative group 
system of handling life insurance prob- 
lems, in an address by R. B. Hull, man- 
aging director. Referring to conditions 
of the past few months over the country, 
Mr. Hull said life underwriters as “en- 
gineers of human destinies” will play a 
great part in the program of recovery 
and adjustment. 
* * * 

Phoenix, Ariz.—The Arizona 
tion opened thrift week Jan. 19, with a 
banquet, to which heads of civic organi- 
zations, luncheon clubs and women's 
groups were _ invited. The’ principal 
speakers were Roger B. Hull, managing 
director for the National association, and 
L. P. Good, general manager for the Pru- 
dential at San Diego, and one of the 
first 21 life underwriters in the United 
States to qualify for the C. L. U. desig- 
nation. 

The annual life insurance education 
week, sponsored by the Arizona associa- 
tion, originated through a suggestion of 
H. B. Watkins, secretary and general 
manager of the Phoenix Chamber of 
Commerce. Since its inauguration last 
year, it has gained national recognition 
and the Arizona plan will be carried out 
on a large scale in the United States 
within the next three years, insurance 
officials here predict. 

* * * 

Richmond, Ind.—The Richmond 
ciation spnosored a prize essay contest 
among high school pupils. Last Friday 
night a banquet was given to the win- 
ners. Ralph Koehring, president, pre- 
cided. The principal address made made 
by Judge William Lueders of Cincinnati. 
The topic of the essays was, “Why Dad 
Should Own Life Insurance.” A local 
paper printed in full the two first prize 


essays. 


associa- 





asso- 


* * * 

North Texas—R. B. Hull, managing di- 
rector of the National association, acted 
as installation officer when the new offi- 
cers of the North Texas association took 
office in Dallas. They are: H. K. 
Peebles, president; Robert White, vice- 
president, and Miss Hazel Roberts, sec- 
retary-treasurer. 

Mr. Hull discussed the 
pression and the outlook for the year. 
He declared the worst of the slump is 
past and that life insurance men have 
reasons for expecting better business in 
1931. 


business de- 





* * * 
Birmingham, Ala. Birmingham ob- 
served National Thrift Week and Life 


Insurance Day was never before as the 
result of a campaign by the Birmingham 
association. S. F. Clabaugh, president 
Protective Life, acted as general chair- 
man. 

* * * 

Buffalo, N. ¥.—K. A. Luther, vice-pres- 
ident Aetna Life, spoke at the monthly 
meeting of the Buffalo association. Mr. 
Luther began his insurance activities in 
Warsaw, a Buffalo suburb, 30 years ago, 
so that his presence here was in the 
nature of a home-coming. He told how 
life insurance may be sold on the appeal 
that it is a guarantee of future financial 
independence. 

* * * 

Savannah, Ga.—Anthony Harty 
elected president of the Savannah asso- 
ciation at the annual meeting, succeed- 
ing H. H. Wilson. Other officers elected 
were FP. S. Moses, first vice-president; 
Cc. W. Seiler, second vice-president, and 
Miss Tessie A. Getz, secretary. 

* * * 

Kansas City, Mo.—-The Kansas City as- 
sociation has made an intensive survey 
of the unemployment situation made in 
Kansas City. 


was 


aT oe. 

Southwest Texas—I. B. Hull, manag- 
ing director of the National association, 
addressed the Southwest Texas associa- 
tion at San Antonio, stressing the value 
of group organization to the agent and 
the purchaser of life insurance. 

An entire issue of the “San Antonian,” 
monthly magazine of the San Antonio 
chamber of commerce, was devoted to 
life insurance. The editorial matter was 
prepared by a committee of the South- 
west Texas association and the issue 


(CONTINUED ON LAST PAGE) 
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Investment Feature of Insurance 
jis;a Far More Potent Argument 
for the Agent Than Ever Before 





NEW YORK, Jan. 22.—“Live or die, 
life insurance has but one concept—the 
investment concept,’ Dr. S. S. Hueb- 
ner, internationally known life insurance 
expert, told members of the New York 
City Life Underwriters’ Association. 
“We hear so much about pure protec- 
tion but I have never heard it defined. 
The purpose of life insurance is suc- 
cessful accumulation and the safe invest- 
ment of that which we accumulate. Like 
a corporation bond, a life insurance pol- 
icy is a bond issued against the ap- 
praised value of the life of the assured. 
It is a sinking fund bond, a callable 
bond, a convertible bond, and a collat- 
eral trust bond. 

“First, as a sinking fund bond, it pro- 
vides a savings or investment fund. I 
like to see this fund completed by the 
end of the earning age or about 65. 

“Second, considering it as a callable 
bond. The term insurance goes down 
as the savings fund goes up. Any in- 
stallment investment plan is a gamble 
unless the time element is insured. Just 
as property insurance guarantees the 





accumulations of the past, so life insur- 
ance guarantees the accumulations of 
the future. It can be described as 
‘completion-guarantee insurance.’ 

“Third, the convertible feature is one 
of the biggest reasons for taking life in- 
surance. It is often said that life in- 
surance is non-speculative but when the 
Almighty converts a live one into a 
dead one the investment becomes ex- 
ceedingly profitable. 


Stress Investment and 
Not the Old Sob Feature 


“When viewed as a collateral trust 
bond life insurance changes from a sob 
affair to a money-making’ proposition 
It becomes the means by which a pol- 
icyholder may have an investment of 
ten cents in each of 30,000 different in- 
vestments. Life insurance used to be 
thought of as a sad subject. In the 
early days I was the most hated pro- 
fessor on the faculty because students 
had to listen to me talk about death. 
Now I stress the investment and cre- 
ative side. We must regard the policy- 


holder himself as the most benefited 
beneficiary. 

“A certain eminent investment au- 
thority has given life insurance an A 
rating on every other basis but income, 
giving it a B rating on that score ‘be- 
cause it has in it the cost of protection.’ 
The stand is fallacious, for life insur- 
ance is an installment plan of invest- 
ment and unless you insure your time 
by taking decreasing term insurance 
over the period in which you are accu- 
mulating, you are a gambler Life in- 
surance is the first scientific installment 
investment plan ever devised and is the 
most ideal and perfect investment trust 
that we have. 

“Dr. McCahan has worked out a com- 
parison for a period of 35 years show- 
ing the difference between buying life 
insurance and investing in other forms 
but protecting the latter by decreasing 
term insurance. The answers are most 
flattering to life insurance. The only 
fair way of comparing life insurance 
with other forms of investment is to 
put them on a comparable basis, taking 
into account the item of decreasing term 
insurance.” 

Dr. Huebner predicted that if the 
present rate of growth continues one 
dollar out every 12 or possibly out of 
every ten will be “under the protecting 
wing of life insurance” by 1955. The 
present figure is about one dollar out 





Individual Effort to 


Bring Improvement 


NEWARK, N. J., Jan. 22.—In- 
dividual effort and not govern- 
ment aid is what will bring about 
improved economic conditions, 
President E. D. Duffield of the 
Prudential declared in an address 
last week at the annual dinner of 
the Bond Club of New Jersey. “I 
have no panacea for conditions to- 
day, but I can point the way,” 
said Mr. Duffield. “When we ex- 
pect the government to do only 
what it was intended to do we 
shall have made an advance. In- 
dividual effort should be our 
watchword today.” 











He predicted that 
by that date insurance in force would 
amount to $600,000,000,000 or about one 
and one-half times the total valuation 
of all properties in the United States. 
Assets will be more than $100,000,000,- 
000. This growth is logical, Dr. Hueb- 
ner said, for it is simply a matter of 
educating the public. 


of every 18, he said. 
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Participating 
Non-Participating 
Sub-Standard 
Preferred Risk 
Pay-Roll Deduction 


Income 


1 Day to 


JEFFERSON 


JULIAN PRICE 
President 





| UNLIMITED OPPORTUNITIES 


You will like our liberal first- 
year and renewal commission 


office. It gives you the right to 
sell men, women, and children 
real protection on a low-cost 
participating or non-participat- 
ing basis. 


Just glance over this list: 


Policies for Women Modified Life 
Child’s Educational Low Cost Term 
Juvenile Policies 
6°, Guaranteed 
Monthly Premium Life Income 
Age Limits: 


Ask for further information | 
LIFE INSURANCE COMPANY 


MORE THAN 370 MILLIONS IN FORCE 


direct with the home 


Double Indemnity 

Disability Income 

Premium Waiver 

Retirement 
Income 


65 Years 





STANDARD 


GREENSBORO 
North Carolina 





3 





Suite 1914, One La Salle Street 





WHY? 


fe! MEN “aly WITH 
THE 


S.T. WHATLEY AGENCY 
S-U-C-C-E-E-D 


1—Individual Presentations 
2—Supervisory Assistance 
Estate Analysis 
4—Circularizing 
5—Leads 
6—Group 
7—Non- Medical 
8—Salary Budget 
9—Accident and Health 
10—Office and Field Training 


S. T. WHATLEY 


General Agent 
AETNA LIFE INSURANCE CO., CHICAGO, ILL. 


An Account with the Aetna Pays 


State 3380 
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CALIFORNIA 





Barzett N. Coatzs Cant EB. HezvortTa 


Coates 


CONSULTING ACTUARIES 


114 Sanseme Street 
SAN FRANCISCO LOS ANG 


& HERFURTH 


437 Se. Hill Street 
ELES 





ILLINOIS 





ONALD F. CAMPBELL 


CONSULTING 
ACTUARY 


= N. La Salle St. 
CHICAGO, ILL. 


State 7238 








A. GLOVER & CO. 
© Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 








J. Charles Seitz, F.A.LA. Consulting Actuary 


Author “A System and — aed for 





INDIANA 





HiAlcH, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


FRANK J. 


INDIANAPOLIS 
Omaha, Kansas City 


HAIGHT, President 








ARRY 


Consulting Actuary 
307 Peoples Bank Building 
INDIANAPOLIS, INDIANA 


C. MARVIN 





MISSOURI 





ALEXANDER c. GOOD 


Consulting Actuary 
807 Paul Building 
St. Louis, 


800 Securities B 
Kansas City, M 


Brown 
Missouri 





NEW YORK 





M iles M. 


co 


ACTUARIES 


ss W. 44th St. 


Dawson & Son 


NSULTING 


New York City 








OODW 


LER and RYAN 
Consulting Actuaries 
Insurance Accountants 


ARD, FONDIL- 








Jonathan G. Sharp 
Richard Fondiller Corn a 
Joseph Linder 75 Fulton St. 
Evelyn M. Davis New York 
OKLAHOMA 
J. McCOMB 
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(CONTINUED FROM PAGE 30) 
contained articles by G, E. Lackey, presi- 
dent, and R. B. Hull, managing director 
of the National association. 

*x* * * 

Jackson, Mich.—P. J. Crandall of the 
American Life of Detroit is the new 
president of the Jackson association. 
The vice-president is A. M. Magee of the 
Canada Life and members of the execu- 
tive committee are C. J. Sparks, who was 
also elected national executive commit- 
teeman, Charles Wagner, Mutual Benefit 
Life, and Ear] Engle, Mutual Life of 
New York. 

*x* * * 

Tulsa, Okla.—Mrs. W. S. Pritchard, 
speaking under the auspices of the Na- 
tional association, made three talks in 
Tulsa. She addressed a noon meeting of 
the Business & Professional Women’s 
Clubs, and an evening meeting of life 
underwriters. The Tulsa underwriters 
entertained Mrs. Pritchard and George E. 
Lackey, president of the National asso- 
ciation, at a dinner. 

*x* * * 

New York City—In addition to Dr. 
S. S. Huebner before the New York City 
association J. L. Knight of the Charles 
B. Knight agency of the Union Central 
Life was the other speaker. Mr. Knight 
has had an adventurous career and some 
narrow escapes while in the A. E. F. 
and in the diamond mines of Africa, but 
none of his close calls made him “life 
insurance conscious.” He first became 
fully aware of the meaning of life insur- 
ance when, on one of his trips into the 
jungle he discovered a tribe whose war- 
riors paid into the royal treasury cloth, 
trinkets and other articles considered of 


value in order that their dependents 
would be cared for in the event of the 
breadwinner’s death. 


President L. G. Simon presented an in- 





scribed gavel to each of the 14 former 
presidents who were present. Five were 
unable to attend. Selected by lot, R. L. 
Jones, treasurer of the Nationa] Associa- 
tion of Life Underwriters and a former 
president of the local association, pre- 
sented a gavel to Mr. Simon on behalf of 
the former presidents. 
*x* * * 

Saginaw, Mich.—Securities approved 
for banks and life insurance companies 
on government lists are not always safe 
investments, members of the Saginaw 
association were told by A. P. Plfeider, 
assistant vice-president Guardian De- 
troit Union Trust Company. Great pains 
must be taken to determine the absolute 
safety of every investment made. 





*x* * * 

Atlanta.—G. M. Lovelace, third vice- 
president New York Life, was the prin- 
cipal speaker at the January meeting of 
the Atlanta association. Dr. Lovelace 
was in Atlanta attending an educational 
conference of his company’s Georgia 
agents. 

*x* *x * 

Montgomery, Ala.—Harry Bandy, New 
York Life, was elected president of the 
Montgomery association, succeeding C. 
A. Hopkins, at the annual meeting last 
week. James Williams, New England 
Mutual, was elected vice-president suc- 
ceeding F. T. Banks, and B. L Butler, 
New York Life, was reelected secretary. 
Mr. Hopkins was chosen as executive 
committeeman of the National associa- 
tion. 


*x* * * 

Council Bluffs, Ia.—J. C. Richter was 
elected president of the Counci] Bluffs 
association at its organization meeting 
last week. Victor Laustrup was named 
vice-president; Vernon Drennan, secre- 
tary, and Harold Miller, treasurer. 








Brand Agency Makes Record 





Increases Production 56 Percent 
Through Prepared Sales Talks, Cuts 
Lapse—Varde Leads Country 





The E. J. Brand & Co. general 
agency of the Lincoln National in Chi- 
cago won the honor of having the com- 
pany’s leading producer, C. M. Varde, 
who paid for $981,000 in his first full 
year in the business, and the agency in 
addition increased its production 56 per- 
cent over the previous year and raised 
its average policy from $4,500 to $7,000. 
The loss ratio was cut in two. 

This record was made during the 
business depression period by a deliber- 
ate policy calculated to raise the morale 
of the sales staff and was based almost 
entirely on a standardized sales pro- 
gram and presentation. The agency led 
the Prairie States division of the com- 
pany in the year. Mr. Brand started 
early last year doubling the activities of 
his agents. He advised them to “buck 
the stream” instead of “letting down 
and going with the tide.’ He found 
that the least profitable prospects were 
among wage earners, and so these were 
practically eliminated and his agents 
concentrated on the higher brackets. 
The agents capitalized on the hard times 
story which most prospects gave as 
their objection to buying life insurance, 
by stating that it was the “worst time 
in the world to die.” The agency also 
specialized on trusteed estates. 

The average production per man last 
year ran about $200,000, which included 
one man who was taken on the middle 
of the year and paid for only $45,000, 
and another man who paid for 88 cases 
for only $121,000. Mr. Varde’s large 
production carried premiums of ap- 
proximately $25 per $1,000 and his av- 
erage policy was around $20,000. Prac- 
tically all of this was accomplished with 
the standardized presentation plan 
which Mr. Brand has worked out. 


Rewards for Athletes 
Home office employes of the Bankers 














Life of Iowa who participate in ath- 








letic events, as representatives of the 
company, will receive awards similar 
to those granted in collegiate athletics. 
The awards will consist of mono- 
grammed sweaters and blankets. Serv- 
ice bars will be added for successive 
years of participation in various athletic 
events such as baseball, basketball. 


Alberts Leads Equitable 


M. Lee Alberts of the H. F. Berls 
agency in Chicago, won the position of 
leading personal producer of the Equi- 
table Life of New York last year, with 
approximately $2,800,000 paid produc- 
tion. He also placed considerable sur- 
plus business elsewhere. 


General Agents in Meeting 


The executive committee of the Gen- 
eral Agents Association of the Pacific 
Mutual Life met at the home office in 
Los Angeles the first three days this 
week to go over field problems. 
Schwencker, general agent of the south- 
western agency, with headquarters at 
Phoenix, El Paso and Albuquerque, is 
president and Jens Smith, general agent 
at Chicago, vice-president. 





JUNIOR EXECUTIVE DESIRES POSITION 
Young man, age 33, married, college education, 
former Secretary and Office Manager of small life 
insurance company recently sold desires connection as 
Office Manager of small company or responsible office 
position with larger company. He bears a splendid 
reputation and his references are excellent. He seeks 
a connection where loyalty, initiative, and efficient, 
conscientious effort will assure him of a future posi- 
tion of responsibility and trust. Address $-55, The 
National Underwriter. 








Agency Manager 


A fraternal society writing legal re- 
serve life insurance only and setting 
aside the same reserve as the com- 
mercial life companies has decided to 
establish an agency department in 
Chicago and is looking for the right 
man to take charge. Duties will in- 
clude the appointing and instructing 
of agents. The right salary for the 
right man. All inquiries treated 
strictly confidential. A big chance 
for promotion for the right man. 
Address S-57, The National Under- 
writer. 























No Better Territory 


No Better Company 


No Better General Agent’s 
Contract Than Our Service 
Pension Contract 


THE LAFAYETTE 
LIFE INSURANCE CO. 


W. W. Lane, F. L. Alexander 
Secretary President 
W. R. Smith, Field Vice-President 


LAFAYETTE, INDIANA 














$1,000 to $1,600 


Ordinary Life Insurance at An 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 


ALL PREMIUMS 
RETURNED 
in addition to face of policy 
in event death before age 60 


FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 


Original cost, age thirty, $21.40 
per $1,000 to age 59; $17.19 
per $1,000 thereafter 


Write for Sample and Particulars 


This is one of many unique contracts 
issued by 


Federal Union Life 


FRANK M. PETERS, President 
Cincinnati, Ohio 














1871 


JOHN G. WALKER 
Chairman of the Board 





The Life Insurance Company of Virginia 
59 Years of Existence 


1930 


BRADFORD H. WALKER 
President 
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ORDER 1932 CALENDARS NOW! 
with a timely insurance 


franchise town. 
Faia to: he National Underwriter, A-194¢ iS ieeene Exchange, 


picture for every month. Heavy 
Send 10c for sample of Fire or Life 
Chicago. 
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OPPORTUNITY 
Helpful BECKONS 


Men of ability and character who are willing 
to give all they have to the organization and 
development of territory in the services of the 


SPRINGFIELD LIFE 


who are ambitious to enlarge their personal 
income, are invited to get in touch with us. 





All Standard Policies Written 


$1.00 A MONTH 


Buys regular Old Line Ordinary Life Insur- 
ance for both children and adults. 





| Writing all standard forms of participat- pe | 
ing and non-participating insurance con- ¥ 

tracts. Liberal and profitable contracts BIG MONEY FOR THE GO-GETTER 
offered dependable men who desire 


success. Send your inquiry direct to 


S. M. Cross, President A. L. HEREFORD, President 


tory open in SPRINGFIELD 
. | Sess | COLUMBIA LIFE) pe SINSURANCE Co. 


and ‘Kentucky. 
le pmouras INSURANCE COMPANY SPRINGFIELD, ILLINOIS 











Cincinnati, Ohio 





















































Ww. L. MOODY, JR. W. L. MOODY, It W. J. SHAW 
President Vice-Prendent Sesvetery 


STOP - LOOK - LISTEN span Fike 
Get In the Big Money Now! American National 





The reason that men without insur- Insurance Company 
ance experience are now producing CONS GEES 
at the rate of $1,000,000 a year is GALVESTON, TEXAS 
because the people who buy our 
policy now automatically share in $604,973,097 INSURANCE IN FORCE 
the profits on a certain number of 
shares of stock as long as they live We Have Openings for Live Men in 
and keep the policy. Kansas Minnesota Texas 
Could you sell insurance with the Kentucky North Carolina West Virgumia 
cooperation of a few stockholders? Uichigan South Carolina 





. . aD Under Direct Home Office Contracts 
Operating only in Illinois. 
ORDINARY—INDUSTRIAL 
GROUP—HEALTH AND ACCIDENT 
Write today to Wilbur Wynant, President ~—n ee ee tines abn ions naine 
Premium Plans Offering New and Attractive Features. 


STATE LIFE OF ILLINOIS re a 
HOME OFFICE AMERICAN NATIONAL INSURANCE CO. 


332 South Michigan Ave. Chicago GALVESTON, TEXAS 
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14. Main Subjects 
1300 Pages 
Of Valuable Information | 























141 Cuts, Graphs, Selling Diagrams and Illustrations. 
44 Pages on Prospects. 


“You are to be highly 135 Pages on Personal Efficiency. 
commended onthis 100 Pages General Information. 
great service. I person- 77 Specific Objections Answered. 
ally have derived a great 89 Specific Sales Starters. 
deal of good already, 21 Closing Plans and Ideas. 
and have not yet had the 166 Pages on Agency Management. 

| service 45 days. It ts a 42 Complete Sales Plans. 
| wonderful thing for any 113 Complete Sales Letters. 


accident and health man 
to have, and I believe 


eee eee eee eee ee eee ee CC 


any accident and health ‘*PREPARE FOR PROSPERITY NOW” 
insurer tS passing up a The National Underwriter Company 
real opportunity, if he 420 East Fourth Street, 
hasn’t this service in his — t, ma : iit in 
“ ” want to know more about your A. . Bulletins. Send me, with- 
possession. out obligation on my part your booklet telling about this service. 
Douglas Marks, Manager PE aan Vkcicde Sted nl cuiide etka saaeideweah £660 Wei dnwdecn een 
Southern Surety Co. I ean ch adine hak bads SOM aR Ake Wate eeeen acenkesaae ls 
Kansas City, Mo. Nee able den ch eaul ns Sag MRE ad OLERa ME ees ida woraueistanns 











